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ERIC TAINTER 
September 25, 1953 

Mr. F. J. O’Brien, Vice President 

The Franklin Life Insurance Company 

Springfield, Illinois 


Dear O’B: 

Eight years ago today I entered the radio field as News Editor for a Kan- 
sas City station. It was nice work—a paycheck every two weeks—same 
amount, month in and out, That went along for six years. Then I heard 
the Franklin story but was just a bit skeptical of what I heard and still 
more skeptical of my ability to sell. The fact is J had never sold any- 
thing in my life, but I was willing to try and started on a part-time 
basis. The months went by and my enthusiasm mounted as I learned how 
easy it was to interest prospects in the Franklin Insured Savings Plans. 
On May 1 of this year I decided to devote my full time to selling the 
Franklin plans. The results of that decision are best told in the following 
facts and figures: 


In my first 90 days of full time effort I obtained 99 appli- 
cations for a total volume of $246,430 (Face Amount), 
which will earn over $8,000 in first year commissions. 
Needless to say, this is many times greater than my earn- 
ings would have been in my former occupation. Undoubted- 
ly, O’B, the fact that 87 of the 99 sales were all on Franklin’s 
exclusive plans conclusively demonstrates the unusual ap- 
peal of our merchandise. 


The above results were obtained, I repeat, with no previous sales ex- 
perience. This is convincing proof that the combination of Franklin’s 
attractive unusual plans and the powerful Home Office sales aids are an 
unbeatable combination. 

My only regret is that I didn’t join the Friendly Franklin family eight 


years ago today. 
Sincerely yours, 


Eric Tainter 
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€HAS. E. BECKER, PRESIDENT SPRINGFIELD, ILLINOIS 
DISTINGUISHED SERVICE SINCE 1884 
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Over a Billion Four Hundred Fifty Million Dollars of Insurance in Force 
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AN Estate Builder Policy is selling fast! 

It’s a level premium contract which 

provides a modest amount of life in- 

surance protection in the early years and automatically expands 
five times in ry value at age 21 —without increase in premium. 


May be applied for ages 0-14 (5-14 in New York). 


Look at these features! 


Low Premium Rates — The Estate Builder provides a level pre- 
mium payable to age 65 even though the face amount 
of insurance protection increases five-fold at age 21. 


Provides Cash for Education Or Emergencies — National’s 
Estate Builder Policy is designed to build rapidly a 
reserve large enough to permit a five-fold increase in 
insurance protection at age 21. Thus, when cash is needed 
for education or emergencies, a larger fund is available 
than if a similar plan of insurance with a level face 
amount had been purchased. 


Protection of Insurability — Although 
vaiue of insurance automatically in- 
creases five times at 21, no further 
evidence of insurability is required — 
regardless of health, occupation, war 
or aviation hazards. 


Tax Advantage — Because of high estate 
taxes, there’s a decided trend today 
towards ey, to children and 


grandchildren through the Estate Builder Policy. 


Teaches Thrift—The Estate Builder provides a practical 
lesson in thrift and makes it easier for parents and grand- 
parents to instill the values of saving in young minds. 


Cash Or Income At Retirement — Over the years The Estate 
Builder builds very substantial cash values which may 
be taken in cash or used to provide a life income at 
retirement. Emphasis on savings in the early years results 
in greater accumulation of retirement benefits. 


The Estate Builder is one of the most appealing contracts ever 
offered. We urge you to learn more about it. If you are a full- 
time = of another life company, we solicit only surplus and 
special business not acceptable to your company. 


National Life oi VERMONT 


Insurance Company 


FOUNDED IN 1850 
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.. A MUTUAL COMPANY. . OWNED BY ITS POLICYHOLDERS 
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Board Guarantees 
Parkinson to Leave 
at End of His Term 


Chairman’s Denial He Would 
“Resign’’ Caused Bohlinger 
to Request Special Meeting 


By ROBERT B. MITCHELL 

NEW YORK—Thomas I. Parkinson 
will terminate all connection with 
Equitable Society, both as chairman 
and as a director, at the next annual 
meeting, Feb. 18, Ray D. Murphy, 
president and chief executive officer 
of Equitable Society, announced just 
before midnight Wednesday following 
a special meeting of the board of di- 
rectors that had been in session for 
nearly 12 hours except for lunch and 
dinner breaks. 

The announcement resolved the 
question brought on by Mr. Parkinson’s 
statement of last Friday that despite 
Insurance Superintendent Bohlinger’s 
announcement the previous day, he 
would not resign. The special meeting 
was requested by Mr. Bohlinger be- 
cause of Mr. Parkinson’s statement. Mr. 
Parkinson was not at the board meet- 
ing. He was undergoing an operation 
for cataract removal, announced as 
successful. 

The announcement said the board 
“today took action with respect to the 
| status of Mr. Thomas I. Parkinson as 
, thairman...and as a director” and 
| adopted a resolution “confirming the 

agreement made by Mr. Parkinson” to 

retire as chairman and as a director 

when his term expires Feb. 18, 1954, 
| and “undertaking responsibility for the 
carrying out of the agreement.” 

“To implement this resolution the 
board of directors directed the immedi- 
ate preparation and presentation of an 
amendment to the society’s by-laws 
authorizing the board to remove any 
director for cause, a power not previ- 
ously vested in the board,” the state- 

ment continued. 











“The board gave full and detailed 
consideration to the charges made by 
the department of insurance of ir- 
regularities on the part of Mr. Parkin- 
Son. It was pointed out that the com- 
; plaints were chiefly directed toward 

methods of procedure and acts of fav- 
\ oritism by Mr. Parkinson, particularly 
| With reference to the employment of 
the services of his own sons. The board 
reiterated that the society is in sound 
financial condition and the report of 
the examination made by the insurance 
department confirms this fact. The in- 
; Surance department’s report further 
. Shows that the society’s treatment of 
its policyholders is completely fair 
‘ and equitable. 

Mr. Parkinson has served the Equit- 


HN 


sith year, | able Life Assurance Society for more 
ter June 9 | than 30 years in various capacities. 


i During that time, under his direction 
| the Society has grown to third place 
in the life insurance field. 
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WIDE TOPIC RANGE 


Speakers Given for 
Life Counse! Meet 
at New York Dec. 7-8 


Speakers have been announced for 
the winter meeting of Assn. of Life 
Insurance Counsel, to be held at New 
York City Dec. 7-8. 

The first day J. T. Pitton, Volunteer 
State Life, will discuss “Bankruptcy of 
the Policyowner”; F. P. Aschemeyer, 
General American Life, will talk on 
“The Life Insurance Law of Missouri,” 
and John W. Graham, Imperial Life, 
will discuss “Investment Opportunities 
in Canada for Life Companies.” 

On Tuesday, W. G. Nelson, Jr., Na- 
tional Life of Vermont, will give an 
address on “Home Office Counsel and 
the Practice of Law’, after which John 
Barker, Jr., New England Mutual Life, 
will act as moderator of a discussion 
period. There then will be talks by H. 
S. Redeker, Fidelity Mutual Life, on 
“Business Insurance Agreements,” and 
J. F. Purvis, Jr., Pan-American Life, 
“Relative Responsibilities of Regula- 
tory Authorities and Management.” 








“In view of Mr. Parkinson’s long 
services to this society, it was the opin- 
ion of the board of directors that the 
resolutions represented appropriate ac- 
tion on the part of the society.” 

“Mr. Parkinson’s term as a director 
expires Dec. 31, 1953. His term as 
chairman expires Feb. 18, 1954. Under 
the insurance law, nominees for di- 
rectors to fill the terms of those ex- 
piring Dec. 31, 1953 were named in 
April, including Mr. Parkinson’s, and 
ballots have been distributed to policy- 
holders to be voted at the annual elec- 
tion on Dec. 2, 1953. 

“Mr. Parkinson, on being elected 
by the policyholders, would enter upon 
a new three-year term as director, be- 
ginning Jan. 1, 1954, but actually he 
will not continue as director beyond 
the expiration of his term as chairman 
of the board on Feb. 18, 1954,” the 
company’s statement said. 

(CONTINUED ON PAGE 11) 
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CRIMINAL LIBEL ALLEGED 


Seek to Extradite 
MacArthur and Dunne 
to Face Ga. Charges 


Newspaper accounts that Gov. Talm- 
adge of Georgia has signed extradition 
papers to bring John MacArthur, pres- 
ident of Bankers Life & Casualty, and 
James Dunne, publisher of the Insur- 
ance Index, to Georgia to face two 
charges of criminal libel were the oc- 
casion this week for a press conference 
at Chicago at which Mr. MacArthur 
said he has changed his mind about 
wanting to stand trial immediately in 
favor of waiting developments. 

The indictments grow out of two edi- 
torials published in the Index in Sep- 
tember and October-November, 1951. 
Messrs. MacArthur and Dunne were 
indicted several weeks ago in Pulaski 
county for the first editorial, Mr. Mac- 
Arthur being charged with aiding in 
the publishing and distribution of the 
article. More recently, Telfair county 
grand jury brought charges on the 
second editorial, and this time Mr. 
MacArthur is charged with inspiring it. 
Mr. Dunne was the author of both. 
In both cases, the charge is defamation 
of the character of Zack D. Cravey, 
Georgia commissioner, among other 
things. In the second indictment it is 
alleged Gov. Talmadge was defamed. 





When the Pulaski county indictment 
was made public, Mr. MacArthur said 
he was happy to have the opportunity 
to have a forum at which he could air 
his charges against Mr. Cravey, but he 
told the newspapermen Wednesday 
that he has since been advised by his 
Georgia attorney not to welcome trial 
in the home counties of Cravey, Gov. 
Talmadge and Mrs. Cravey. He would 
still welcome a trial if it were at At- 
lanta, he said. ; 

Of particular interest to the daily 
paper reporters was the fact that con- 
viction could result in a term on the 
“chain gang.” Mr. MacArthur added 
he has been advised that more indict- 
ments are likely to be brought in other 
Georgia counties. However, the statute 

(CONTINUED ON PAGE 20) 
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Actuaries Choose 
R. C. Guest as 


New President 


Elect Shepherd, Jenkins 
New Vice-presidents 
at Chicago Meeting 


By ROY ROSENQUIST 


Richard C. Guest, Massachusetts 
Mutual, was elected president of 
Society of Actuaries at its annual 
meeting at Chicago attended by some 
500 members. He succeeds John R. 
Larus, Phoenix 
Mutual, whose 
presidential ad- 
dress was report- 
ed in last week’s 
issue. 

Newly named as 
society vice-presi- 
dents are Pearce 
Shepherd, Pru- 
dential, and Wil- 
mer A. Jenkins, 
Teachers  Insur- 
ance & Annuity. 
Malvin E. Davis, 
Metropolitan, and Henry F. Reod, Lin- 
coln National, continue as vice-presi- 
dents. 

Victor E. Henningsen, Northwest- 
ern Mutual, was named secretary- 
treasurer, and Alden T. Bunyan, Phoe- 
nix Mutual, editor. 





Richard C. Guest 


Mr. Guest joined Massachusetts 
Mutual in 1950 as a vice-president and 
director. A 1920 graduate from the 
University of Toronto, Mr. Guest that 
same year joined State Mutual Life. 
He served in various actuarial posi- 
tions and at the time of going with 
Massachusetts Mutual was vice-presi- 
dent and actuary and a director. Be- 
sides being a contributor of papers at 
society meetings, Mr. Guest has been 
extremely active on committees of 
LIAMA, Life Insurance Assn. and 
American Life Convention. 

An important new paper, “Experi- 
ence Rating,” was presented by P. H. 
Jackson, Aetna Life. It embodied the 








Late News Bulletins... 


theory underlying methods used in 
determining how much surplus earn- 
ings could be distributed to group 
insurance policyholders from year to 
year. 





Guardian Names Mills Manager at Tampa 

Guardian Life has appointed John C. Mills manager at Tampa, Fla. Mr. Mills 
has been with Gulf Life there. He entered life insurance as an agent in 1931, 
and later did supervisory work. He is a past president of Tampa Life Under- 
writers and immediate past president of Central Florida CLU chapter. 


Change Forecast in New Jersey 

With the election of a Democratic governor in New Jersey, Robert Meyner, 
there is expected to be a change in the commissioner of insurance, a post held 
by Warren Gaffney. The commissioner in New Jersey is also commissioner of 
banking and traditionally has attended the banking phase of his duties more 
than insurance. Anyway, the civil service career men in the department pretty 
much handle the day-to-day business of the department. Gaffney changed 
this tradition somewhat and spent more time on insurance matters. James C. 
Jamieson, a local agent at Hackettstown, was Meyner’s campaign manager. 
However, it is thought likely that Jamieson would get a higher post, if he 
wants any, than commissioner of banking and insurance. 


- 

That companies’ Korean war mor- 
tality experience varies widely was 
indicated in the discussion of the paper 
of James T. Phillips, New York Life, 
on that subject. Mr. Phillips had 
shown that extra premiums, war 
clauses, selective underwriting, a- 
mount limitations, plan limitations 
and agency limitations were used by 
the life insurance industry to control 
the war hazard, and that the use of 
extra premiums is likely to be in- 
effective. 

Arthur A. Windecker, Prudential, 
expressed interest in “agency limita- 
tions”. Many companies have applied 
one or more types of agency limita- 

(CONTINUED ON PAGE 10) 
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Chicago Is Hosting 
Annual Convention 
of Selection Men 


President W. H. Harrison 
Gives Opening Address; 
Membership Now Is 237 


Institute of Home Office Underwrit- 
ers opened its three-day annual con- 
vention at Chicago this week, featuring 
talks by selection men which lucidly 
pointed up the problems and responsi- 
bilities which they face in their daily 
work. The opening talk, by Institute 
President William H. Harrisori, is re- 
ported on page 3 of this issue. 

Committee reports were given dur- 
ing the session of the executive com- 
mittee meeting, held Wednesday after- 
noon, the day before the convention 
opened. 

Convention chairman is J. H. B. 
Peay, Jr., assistant secretary of Life 
of Virginia. It was reported that mem- 
bership in IHOU now stands at 237 
companies, recent additions being Lon- 
don Life, Pacific National Life, Great 
American H. & L., Pacific Mutual Life 
and First American Life of Houston. 

The registration exceeded 400, rep- 
resenting 228 companies. According to 
precedent, Mr. Peay, who has been 
executive vice-president, will be elected 
president at the Friday session. 


Besides Mr. Harrison’s talk, others 
who spoke and whose addresses are 
covered elsewhere in this issue include 
Dr. Ralph N. Simmons, medical direc- 
tor of Equitable Life of Iowa; Dr. Paul 
H. Langner, associate medical direc- 
tor of Provident Mutual, and Joseph C. 
Wilberding, executive secretary of 
Medical Information Bureau. 

Earl M. MacRae, actuary of Occiden- 
tal Life of California, an open forum 
panelist, urged companies writing A & 
H to weed out policies that only 
“attract attention” but do not fill a 
real need, to cut expensive home office 
operations caused by complexities and 
confusion, and to simplify the phraseo- 
logy in policies. He predicted addition- 
al uncertainty in the minds of buyers 
and further removal from the main 
objectives of the industry if these 
suggestions were not followed. 

He also recommended additional 
sales of modest amounts of compre- 
hensive liability insurance rather than 
relatively large amounts of partial 
coverage. The business has developed 
too many kinds of special forms, he 
said, and asked, “Have we gone too 
far in this direction?” 


“No individual should be unable to 
secure life insurance solely because of 
occupation,” Morris Pitler, assistant 
director of underwriting of Mutual 
Life, declared. “There is today a much 
more realistic attitude among under- 
writers in that they do not scare so 
easily at adverse information. From 
the insurance standpoint, it should be 
a matter of proper pricing of our 
product for the risk, even for the un- 
desirable risk.” 

There has been a general liberaliza- 
tion in the treatment of occupations, 
he said, and more liberalization is in- 
dicated despite the absence of recent 
studies which, in the past, have always 
fostered extensive revision of ratings. 
The companies, Mr. Pitler said, are go- 


National, state 
and local associa- 
tion heads attend- 
ing meeting of 
Illinois life insur- 
ance groups at Pe- 
aria: From left, 
Robert C. Gilmore, 
Jr., Mutual Bene- 
fit Life, Bridge- 
port, Conn., Na- 
tional president; 
Edson H. Chap- 
man, Metropolitan 
Life, Chicago, 
president of the 
Illinois associa- 
tion, and J. Ken- 
neth Wyard, John Hancock, Peoria, 





president of the Peoria association. 








ing ahead with liberalization now 
rather than wait for the next large 
scale study. which may be many years 
away. 

In tracing the reasons for this relax- 
ation, Mr. Pitler listed the following 
factors: 

Economic status: The working man’s 
well-being today is at its highest. His 
living conditions are promoting a bet- 
ter existence and longer living, and 
wage earning possibilities, the princi- 
pal determinant of mortality in occu- 
pational groups, have improved. 

Conservatism: Due to improved and 
broadened insurance experience, a 
tendency to be conservative in under- 
writing occupational risks is slowly 
being erased, and “perhaps we should 
attempt to anticipate favorable re- 
sults, with a more liberal approach 
than has prevailed in the past, on oc- 
cupations for which there is as yet 


insufficient underwriting informa- 
tion.” 
Mortality: ‘Standard mortality is 


now at a much lower level and “there 
must have taken place corresponding 
improvement in the mortality of oc- 
cupational substandard groups, with 
perhaps some exceptions. There is 
even some likelihood that improve- 
ment may have been greater in the 
substandard groups because there is 
more room for improvement.” 


The joint education and examina- 
tion committee, Robert B. Caplinger, 
Southland Life, chairman, reported 
that a five-year study of underwriting 
examinations given by the institute 
show 66% taking Part I and 68% 
taking Part II have passed. Figures 
this year show 75 candidates taking 
Part I with 54 passing and 78 taking 
Part II with 54 passing. 

A total of 289 has passed Part I 
and 221 Part II, and this year certi- 
ficates were awarded to 49 passing 
both parts, bringing total number of 
such certificates to 210. 

(CONTINUED ON PAGE 19) 





Selection Men in 
Canada Elect Weir 


Douglas T. Weir, North American 
Life of Canada, was elected president 
of Canadian Home Office Life Under- 
writers Assn. at its fall meeting in 
Toronto. He succeeds Armand Man- 
ness, Northern Life of Canada. Don- 
ald G. Predmore, Prudential, was 
named secretary. 

The meeting, devoted to informal 
discussion of current underwriting 
problems and practices, was attended 
by 113 persons. 





e W. Scott Klein, Jr., supervisor of 
accounting for Great National Life of 
Dallas, has been made assistant trea- 
surer and controller. 


H.&A. Conference 
Underwriting Forum 
Draws 250 to Chicago 


The underwriting forum of H. & A. 
Underwriters Conference at Chicago 
this week was attended by more than 
250 company people. The program was 
divided between prepared talks, panel 
discussions, and an elaborate case 
clinic. 

On Monday the conference execu- 
tive committee had a meeting to lay 
out a program for the year and to dis- 
cuss plans for the group meeting at 
Chicago and the annual convention at 
New Orleans. Three new companies 
were admitted to membership—Indi- 
anapolis Life, Midland Mutual of Col- 
umbus, and Central National Life. 

H. Lewis Rietz, Lincoln National 
Life. conference president, and John 
P. Hanna, managing director, opened 
the underwriting meeting with brief 
remarks, and the morning Tuesday 
was devoted to subcommittee reports 
on occupational classification by J. T. 
Helverson, Washington National; un- 
derwriting by A. M. Hansen, Mutual 
Benefit H. & A., and substandard by 
J. M. Wickman, Mutual Life of New 
York. D. P. Alport of Business Men’s 
Assurance, gave a talk on post claim 
underwriting. 

Tuesday afternoon there was a ses- 
sion at which C. M. Barry of Ohio 
State Life was in charge that included 
talks on claim and underwriting coor- 
dination, agency and underwriting. 

E. B. Forsythe, vice-president of Illi- 
nois Mutual Casualty. discussing claim 
and underwriting coordination, said 
the best case for such cooperation can 
be illustrated by the fact that the com- 
panies keep claim experience on all 
types of policies and it is evaluated in 
designing new contracts and setting up 
rates. 


The underwriter must know the cov- 
erage in his contracts and the claim 
auditor must have the same knowl- 
edge. There is no reason why one de- 
partment should not know what the 
other is doing, and Mr. Forsythe said 
his feeling is the underwriter should 
know how the claim is handled while 
the claim men should know the funda- 
mentals of good underwriting in order 
to understand the business and be of 
service to the policyholders. 

In his discussion of agency and un- 
derwriting department coordination, 
Glenn Brooks, A&H manager of South- 
land Life, said his company’s practice 
is to hold agency meetings at least once 

(CONTINUED ON PAGE 19) 


Illinois Life Agents 
Hold Multiple Rally; | 
SalesIdeas Abound 


By WILLIAM H. FALTYSEK 


PEORIA—Agent compensation ang | 
turnover appeared as twin specters at | 
two luncheon meetings opening ap. 
other highly successful rally of Tllinois | 
life insurance people at Peoria. Ip. | 
cluded as usual at the two-day sales 
round-up was the mid-year meeting of 
Illinois Assn. of Life Underwriters. | 
annual meeting of [Illinois Roun 
Table; General Agents & Manager, | 
Conference meeting, and the Peoria | 
Sales Congress. 

Presiding at the Round Table ses. | 
sion was Chairman Harry Kliff of | 
Phoenix Mutual Life, Chicago. The | 
speaker was Gordon McKinney, ad. | 


ministrative vice-president of Jeffer- | 
son National Life, whose talk dealing | 


with agent compensation is reported | 
elsewhere in this issue. Round Table 
officers elected for the coming year 
are: 

Chairman, Harry McClarence, New 


York Life, Peoria; 1st vice-president, | 


James F. Truman, Massachusetts Mu- 
tual Life, Chicago; 2nd vice-president, 
Richard Malone, Franklin Life, Free- 
port, and secretary-treasurer, David 
Dawson, Home Life, Chicago. 


Mr. Kliff mentioned that this year 
marked the 10th annual gathering of 
the Round Table which now has 246 
members, as compared with the 10- 
year average of 190. He also announced 


a proposal for an award for building | 


public relations, which was_ unani- 
mously approved as it also was at the 
mid-year meeting that afternoon of the 
Tllinois association. By means of a 
percentage and numerical 
the association having the most points 
would receive $100 worth of insurance 
books to augment its reference works 
or to give to a local library. 
Margaret H. Becker, executive sec- 
retary of the Illinois association, was 
presented by Mr. Truman with a $100 
gift certificate in appreciation of her 


assistance to the Round Table over the | 


years. 


The other luncheon meeting was the 
General Agents & Managers Confer- 
ence, with James L. Cave, American 
National, president of Peoria General 
Agents & Managers division, presiding. 
Speaker was Frederick A. Schnell, 
vice-president 


ported elsewhere. 

Edson H. Chapman, Metropolitan 
Life, Chicago, Illinois association 
president, presided at the association’s 
mid-year meeting. Following his re- 
port in which he mentioned the na- 
tional dues increase and stepped up 

(CONTINUED ON PAGE 18) 





General American Enters 
Wyoming, Mississippi 


General American has been licensed | 


in Wyoming and Mississippi. It now 


is operating in 36 states and territories. — 


For the first nine months, General 
American’s paid ordinary exceed 
1952 business for the same period by 
29%. Life insurance in force now 
exceeds $11 billion. 


increase, | 


of Prudential, whose | 
talk on slowing down turnover is re- 
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The importance of winning and 
| maintaining the confidence of agents 
in the field and 
home office per- 
sonnel formed - 
} the ta 
nsation theme of 
1 specters ¢ | by William H. — = 
opening an , Security 
Iy of Ting, | Mutual N-¥.. pres- 
Peoria, | | jdent of Institute 
- ey Home Office 
vO-day sales | Underwriters, 
r meeti Life ’ 
cad Ing ot st that group’s 
ncerwriters; | annual meeting at 
nols Round | chicago this week. 
« Managers | “The Under- 
the Peoria! writer as a Sales- 
man” was the title 
Table ses.| he chose for his 
-y Kliff of| address and in it he explained how 
licago. The| “salesmanship” in the makeup of the 
<inney, ad. | home office life underwriter means his 
| Of Jeffer. | success or failure with his “prospects”, 
alk dealing | the men in the field and those in the 
is reported | home office with whom he deals every 
ound Table | day: : 
oming year | Mr. Harrison reported that more 
than 400 representatives of more than 
| 200 life companies today are members 





W. H. Harrison 


rence, New of IHOU, and that of 119 companies 
©-president, | that answered a recent IHOU ques- 
lusetts Mu- tionnaire, more than half have less 
president, than $130 million insurance in force. 
Life, Free- “Obviously, we still are essentially a 
rer, David gathering of underwriters from small 
80. companies,” he said. 
e @ o 
t this year | “If we can add to our case writing 
athering of | ability the sales ability which is er- 
ww has 246 | roneously thought to be the special 
th the 10- | province of our field associates, our 
announced | tasks will all be easier and our goal 
or building of a satisfactory mortality and a 
‘as unani- | friendly and cordial relationship with 
was at the field and home office will follow as 
100n of the | Surely as day follows night,” he said. 
eans of a He contested the opinion expressed 
increase, | bY Some that the underwriter has two 
10st points masters to serve, those being the 
‘insurance 28ents and the company officers. “I 
nce works Maintain that regardless of size of his 
company, the home office underwriter 
pee has only one master—his obligation to 
utive sec- serve in the best interests of his com- 
ation, WaS pany as a whole, balancing equitably 
ith a $100 the immediate as well as the long-term 
on of her interests of the agents, general agents, 
e over the | existing and prospective policyowners, 
and his stockholders if the company 
is not a mutual one...But it cannot 
se be done by underwriting skill alone.” 
s Confer- y ‘ . 
American Speaking of the obligations of the 
+ General ; UNderwriter to the field men, he said, 
presiding. | “We can’t run a giveaway program.” 
Schnell, | Some home office underwriters “try 
1, whose to : dignify overly-optimistic under- 
mae dy She writing decisions, as for ‘agency rea- 
| Sons’, or should we be more blunt and 
‘ admit that we failed in our selling 
tropolitan job?” In rejecting an application, Mr. 
perenne Harrison said, “our letter must reflect 
ociationS understanding, rather than sympathy, 
B his re- logic rather than rule quoting, and 
_ the na- sincerity in expressing our regret that 
spped UP the facts do not permit more favorable 
8) action. 
“Our knowledge of underwriting 
any and all impairments,” he said, 
ers “must produce the satisfactory and 
competitive mortality so important to 
the policyholder satisfaction and re- 
licensed | peat sales.” He warned that the vital 
_ It now factor of confidence in the underwrit- 
—— er will be destroyed unless “we show 
sxeceded  *,Willingness to reevaluate on the ba- 
scied Sis of any new information, but to 
rce now change a decision without it, is sui- 


cida].” 


prospects’ Are Unique, Harrison Tells IHOU 


What about the underwriter’s obli- 
gations to his home office? “We have 
missed the boat,” Mr. Harrison said, 
“if sound recommendations for chang- 
es in underwriting standards due to 
new developments in any field come 
first from our salesmen, or from other 
home office men.” 

Continuing in this vein, he said, 
“Proper management in maintaining 
an able, loyal and personable staff of 
medical examiners calls for much sell- 
ing.”’ He indicated in this respect that 
claim reviews, so important as a check 
on the skill used in the selection proc- 
ess, usually are the responsibility of 
the medical directors or examiners 
who are best qualified to detect mis- 
representation or suspicion of it and 
suggest avenues of investigation to be 
followed. 

Other key personnel with whom the 
home office life underwriter should 
have daily contact and with whom he 
should enjoy a mutual feeling of con- 
fidence are agency executives, who 
“will recognize, as we do, that no one 
has yet discovered a way to get a good 
mortality from an inept, or dishonest 
agent”; financial executives, who 
should “welcome our comments on the 
impact on the investment program of 
types of contracts being sold or being 
contemplated”; and the actuary, who 
should “welcome our counsel when 
considering the many phases of his 
work that tie in with underwriting.” 





N. E. Mutual Liberalizes ‘54 


Dividends “Substantially” 


New England Mutual Life has sub- 
stantially liberalized its dividend scale 
for 1954. The new scale provides for 
a record distribution to policyholders 
of $21.3 million, 16% more than last 
year. In total, the increase is twice 
as large as the normal yearly increase 
which would have been distributed 
under the old scale. Shorter limited- 
pay-life policies will get an especially 
generous boost. 

Income and settlement options and 
dividends on deposit will continue to 
receive the 3% rate, which will also 
be applied to the agents’ retirement 
plan. Supplementary funds accumu- 
lated for pension trust conversions will 
receive 3% interest instead of the 
present rate of 2.7%. 


“This action is a direct expression | 3 


of the company’s confidence in the 
basic soundness of the American econ- 
omy,” O. Kelley Anderson, president, 
stated. “Many people do not realize,” 
he pointed out, “that life insurance 
premium rates generally have not fol- 
lowed the pattern of increased living 
costs during the past decade.” 





45 Attend N. W. School 


The career school of Northwestern 
Mutual ended Oct. 30 with a record 
attendance of 45 agents, the largest 
group to take the two-week course 
since January, 1947. The school, or- 
ganized in 1945 and headed by Harold 
W. Gardiner, educational director, is 
held twice a year. 





Give Rockne Picture to N. D. 


The original painting of Knute 
Rockne which appeared recently in one 
of John Hancock Mutual’s national 
advertisements has been presented to 
the University of Notre Dame. 

Rev. T. M. Hesburgh, university 
president, received the painting from 
Miss Margaret Divver, advertising 
manager; Ferrel M. Bean, general 
agent at Chicago, and Jerry Spahn, 


Chicago agent and a university alum- 
nus. 

According to Miss Divver, the ad- 
vertisement brought one of the great- 
est reader responses since the current 
series of ads was inaugurated in 1947. 
More than 50 Notre Dame men who 
played football under Rockne wrote 
the company, many requesting repro- 
ductions of the ad. 


SS Hearing Set for Nov. 16 


WASHINGTON—The House social 
security subcommittee has tentatively 
scheduled hearings before it to begin 
Nov. 16, representing a two-week 
postponement. First scheduled wit- 
nesses will be officials from the Trea- 
sury, internal revenue bureau and 
Department of Health, Education and 
Welfare. 


Conn. Mutual. a Scale © 


Connecticut Mutual Life will con- 
tinue its present dividend scale for 
the coming year. A total of $17,450,000, 
set aside for 1954 dividends, is an in- 
crease of $1,450,000 over the amount 
set aside in 1953. Interest rates on 
optional settlements will continue at 
3.25% and dividends left to accumu- 
late, at 3%. 





L.A.A. Shaping Up 
Editorial Workshop 


Among topics to be covered at the 
LAA editorial workshop at New York 
City Nov. 30-Dec. 4 will be “Blue- 
printing the Publication”, “Editorial 
Objectives”, “Efficient Editing”, “Pre- 
paring Manuscripts for the Printer”, 
“Production Follow-through”, and 
“Promoting the Publications”. 

Members of the faculty will include 
Vernon C. Myers, publisher of Look 
magazine, and Henry Wolf, editor of 
Esquire magazine. Gordon Hull is 
chairman of the workshop. 


Issues Disability Waiver 


Waiver of premium benefits have 
been made available under Massachu- 
setts savings bank life insurance poli- 
cies issued since March 1, 1948. 

Permanent disability is defined as 
total disability which has been con- 
tinuous for a period of six months. 
Written notice of claims must be given 
not later than one year after the due 
date of any premium in default, and 
disability must occur prior to the pol- 
icy anniversary nearest the insured’s 
age 60. 
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Plus 3 New Stars 


% PRODUCTION — An added award based upon 
a progressive step-up plan. 


* PERSISTENCY — The business that stays pays in 
addition to renewal commissions. 


* LENGTH OF SERVICE — Yes, each year it 


to stay with the Guarantee. 


Introduced in May of 1953, the 5 Star Contract adds 
greater rewards for the successful field underwriter. 
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Here are 


JUST G6 of SI 
Manhattan Life 


Features 


1. ANNUITIES — all are 
PARTICIPATING. 


2. OVERWEIGHTS AND UNDERWEIGHTS: 
Liberal Treatment. 
See our Height and Weight Table. 


3. TERM Ptans for applicants to and 
including AcE 64. 


4. Famity INCOME 
AND HoME PRoTECTION RIDERS: 
Participating and Convertible. 


5. WaAIvER OF PREMIUM BENEFIT 
included without specific extra charge 
in all standard policy issues whether 
applicant is a man or a woman. 
Effective to Age 60. 


6. New JuveNILE Potictks offer acceptable 
purchasers important optional “Extras” 


that add up to complete juvenile insurance. 


Ask us for a copy of 
“31 MANHATTAN LIFE 
FEATURES” 


It will bring you 
MANHAT TAN | up-to-date on The 
LIFE iS Manhattan Life’s 

FEATUR 


ape 
Ww & 


principal features. 
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THE MAN TAN LIFE 


INSURAN Gi COMPANY 

of KEW YORK, 

Home Office: 120 W. 57th St., New York 19, N. Y. 
JUdson 6-2370 
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State Mutual Now 
Writing Non-Can 
A&H Coverages 


State Mutual Life has entered the 
non-cancellable A&H field and is of- 
fering a complete line of non-cancell- 
able and guaranteed continuable per- 
sonal A&H contracts. An individual 
hospitalization policy is also available. 
Plans are included for both men and 
women, paying monthly benefits from 














Continuous 
Coaching 


ROBERT M. MOORE’s accomplish- 
ments with Pacific Mutual in 
20 months as Agency Super. 
visor at Dallas earned him pro- 
motion to the home office as 
Agency Training Supervisor. 
“My General Agent worked with 
me constantly,”’ Bob says, “and 





as Supervisor it’s my responsi- 

H. Ladd Plumley (seated), president 
of State Mutual Life, launched his 
company’s entrance into the non-can- 
cellable A&H business by purchasing 
policy No. 1 from Benjamin W. Ayres, 
general agent at Worcester. 


bility to see my men get steady 
guidance too. Continuous coach- 
ing is the P.M. way. It keeps the 
lags out of production—keeps 
one to 10 years for disability from us all on the track. 
sickness and up to lifetime payments 
for disability resulting from accidents. 
All policies are participating. 

The new coverages were introduced 
to State Mutual’s general agents and 
managers in a series of regional meet- 
ings under the direction of Robert H. 
Denny, vice-president; Joe B. Long, 
superintendent of agencies, and Walter 
I. Wells, director of A&H. These meet- 
ings stressed the integration of A&H 
coverages with the sale of ordinary 
and group plans. 





National, Vt., Increases 1954 
Dividends 28%; Biggest Hike 


The largest dividend increase in its 
history has been made by National 
Life of Vermont. Dividends appor- 
tioned for 1954 will exceed the 1953 
total by 28%. 

“The new scale reflects continued 
improvement in the trend of mortality 
savings and gains from interest, to- 
gether with a reallocation of expenses 
in the light of current conditions,” 
Deane C. Davis, president, said. 

The company’s new Hfe sales from 
Jan. 1 to Sept. 30 totaled $112,841,000, 
an increase of 13.4% compared to the 
corresponding period last year. Insur- 
ance in force on Oct. 1 was $1,379,006,- ° 
000, a gain of 7.4% over a year earlier. : 


LIFE INSURANCE COMPANY 


HOME OFFICE 
LOS ANGELES, CALIFORNIA 
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Texas Managers Organize 


Officers of the newly-formed Texas 
Conference of General Agents & Man- 
agers, elected at San Antonio, are: E. 
Dale Shepherd, Jr., Connecticut Mu- 
tual, Houston, president; Matthew 
Brown, General American Life, San 
Antonio, vice-president; and Frank M. 
Putnam, Manhattan Life, Houston, sec- 
retary-treasurer. 

The following local associations of 
general agents and managers elected 
two directors each to represent their 
groups: Austin, Beaumont, Dallas, Fort 
Worth, Houston, Lubbock, San An- 


1868 
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tonio and Tyler. 
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coming: Who does this Bohlinger “Neither the superintendent, any Pacific Mutual Has Meetin 
WIFE IS STOCKHOLDER think he is, pointing the finger at deputy superintendent, nor any sala- piaaties 
for New General Agents 


Politics Seen in 
Hfort to Link 
Agency, Bohlinger 


NEW YORK—In a front-page story 
neaded “Say Insurance Chief of State 
Evades Law,” the New York Journal- 
American last Friday assailed Super- 
intendent Bohlinger of New York 
pecause of Mr. Bohlinger’s wife’s con- 
nection with the John M. Riehle gen- 
eral insurance brokerage firm in New 
York City. She is its chairman, having 
inherited stock from her late husband, 
Theodore M. Riehle, who was killed 
in an airplane crash Nov. 1, 1949. 

The article also stated that Alfred C. 
Bennett, special counsel for the in- 
surance department’s liquidation bu- 
| reau, is defying the insurance laws by 
| «doubling in brass as vice-president 
| and director of a new company—the 
| Northeastern Life of New York.” 

* e . 

The story brought a quick denial 
from the New York department of 
the statement in the Journal-American 

| story that Mrs. Riehle is a broker 
licensed by the New York department. 

“The statement is a falsehood,” the 
| department’s release says, although 
' pointing out that “if Mrs. Bohlinger 

had been licensed as a broker it would 
be both legal and proper,” since under 
the law the insurance department must 
license any qualified person of good 
moral character more than 21 years 
of age. 

As for Mr. Bennett’s activities, the 
| insurance department statement de- 
| nies that his serving as an officer of 

an insurance company constitutes a 

violation of the law. It points out that 

since 1925 Mr. Bennett has been spe- 

cial counsel to every superintendent of 
, insurance, both Republican and Demo- 
crat, on liquidation matters “in which 
he is the outstanding expert in the 
nation.” He is consulted by insurance 
departments throughout the country 
and there is no provision of the law 
that makes it improper for him to be 
active in the direction of an insurance 
company, according to the department. 

The Journal-American’s story leads 
| off by saying: “The state’s giant in- 
surance industry was seething today 
as it hasn’t since Charles Evans 
Hughes made his reputation reforming 
it in the first decade of this century.” 
However, careful checking in the in- 
surance district of New York City 
failed to disclose any seething, or even 
; Mild concern about Mrs. Bohlinger’s 
ownership of stock in a brokerage firm 
or Mr. Bennett’s acting as a company 
officer and special counsel to the liqui- 
| dation bureau at the same time. Both 
| facts have been common knowledge in 
the insurance business for some time. 

e . e 
___ The general reaction to the Journal- 

American story was that since the pa- 
. Per was supporting the Democratic 
candidate for mayor the article was 
just a far-fetched attempt to throw 
| discredit on the state’s Republican ad- 
ministration. 

The Journal-American apparently 
‘ was confusing “the state’s giant in- 
surance” with the small, atypical frac- 
tion of it controlled by union officials. 
The insurance department has been 
investigating union welfare funds and 
according to the Journal-American 
article, “it is from the unioneers that 
such defiant reminders as this are 
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Tommy Lewis’ wife or anyone else?” 
The Mrs. Lewis reference is to the 
wife of the Yonkers Raceway labor 
boss who was murdered. He was part 
owner of the Alcor agency that pro- 
vided welfare insurance to 12 union 
locals. 

The Journal-American quotes the 
following from the insurance law as 
the basis for its contention that Messrs. 
Bohlinger and Bennett are violating 
the law: 


ried employe of the insurance depart- 
ment, shall be interested directly or 
indirectly in the business of any in- 
surer, agent, broker or adjuster wheth- 
er as a stockholder, director, officer, 
agent or employe.” 

The article quotes Mr. Bohlinger as 
saying that he has a good legal opinion 
from “an official source” that his 


wife’s business, in which he stated he 
has no interest whatsoever, does not 
put him in conflict with the state law. 





Pacific Mutual Life held its annual 
home office conference for new gen- 
eral agents this week at Pasadena, Cal. 

Al Gardner, director of management 
training, served as coordinator, assist- 
ed by Bob Daisey, manager of ad- 
vanced training, and Fran Bowen, 
supervisor of agencies. Recruiting, fi- 
nancing, basic and advanced training, 
and mapping effective production 
plans made up the discussion fare. 
Heads of home office departments 
participated. 


‘the birthplace of America’s rivers, and you take 








He cuards our earth 


the trails, the power lines. And always you keep a sharp 
eye for those rising wisps of smoke that can turn 
the woods into a terrible red torch of destruction. 


He’s a man of the woods at heart, or he wouldn’t have picked 
such a lonely job. You can’t expect to see many people 

or movies or ball games when you choose the life of a 

Forest Ranger. You have your radio, your books, and in the 
summer there'll be a few vacationers to say hello to. 

But mostly you go it alone — just you and your family 

in a small house in the middle of a great tract of land which the 
American people have placed in your care. 


They hand you a piece of their national wealth — so many 
million trees, so many thousand square miles of soil and grass, 
so many rivers and lakes and mountains. And they tell you: 
“Look after it. Don’t let it die or burn or wear out. Be 

the doctor and lawyer and nursemaid and fireman and 
engineer and business manager for this piece 

of the living American earth.” 


The lumbermen come here on business, and it’s your job 
to mark the trees that are ready for cutting — not too 
many, not too few. The ranchmen graze their herds here, 
and it’s up to you to decide how many cattle the land 
will support. For this land belongs to all your countrymen, 
not only the living ones but those still to be born, 

and it must be used but not used up, enjoyed but not 
destroyed. It’s your job to protect it from disease, from 
fire, from weather — and from ourselves. 


We in America like our men of progress and our 

men of change. But we also honor the conservers — those 
men who preserve without change the things that are 
worth saving. Some are men of law, and some are men of 
faith, and a few are men of the woods at heart, living 

in lonely cabins, guarding our irreplaceable earth. 


And then you’re on your own. 


You get up early in the morning and go out on your rounds. 
Some days you look for tree diseases; some days you count 
animals. Often you go to the little streams that are 
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samples of their water to be tested for purity. 
BOSTON, MASSACHUSETTS 


You look for places where the soil may be 
wearing thin. You study the roads, 
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SEVEN AGES 
OF LIFE= 
PROTECTED 





IT WAS SHAKESPEARE who first said that 
man goes through seven ages of life from 
infancy to old age — each different, each bring- 
ing new outlooks, new needs. 












And it’s Occidental Life that sets the pace in 
devising the kind of flexible life insurance that 
will serve man’s changing needs at each age... 


.. the juvenile policy that grows to adult size 
as the child grows... the benefits that can be 
added to old Occidental policies by rider... 
the endowment-type plans that can become 
life plans without re-examination. .. these and 
many more. 











This is the kind of life insurance that lives 
with a man in all his ages — and for his family 
if he dies before the last. 







“A Star in the West...’ <x 


HOME OFFICE: Los Angeles 
W. B. STANNARD, Vice President 


*‘WE PAY AGENTS LIFETIME RENEWALS... THEY LAST AS LONG AS YOU DO!" 








ihderwriters ad catia) Aen minded m : 
“ONE OF THE BEST” FOR A BETTER FUTURE. 


CENTRAL LIFE ASSURANCE COMPANY °_ DES MOINES, 1OWA 





Maloney Reviews 11H 
Cal. Problems | ACTUARIES 
in A.&H. Field 

Problems of the California depart- CALIFORNIA A 


ment as they pertain to A. & H. insur- 
ance were reviewed by Commissioner 
J. R. Maloney last week in a talk be- 
fore California State Assn. of A. & H. 
Managers Clubs at Los Angeles. Mr. 
Maloney’s remarks, in which he took 
up advertising, minimum benefits 
legislation, standard provisions, selec- 
tion of agents and claims procedures, 
were well received. He said it is his 
consistent desire to function in a man- 
ner so as to produce a harmonious 
feeling between the industry people 
and the department people. 

On the score of advertising he said 
his objective is simple and fundamen- 
tal, it being to enforce the insurance 
code on the point of no misrepresenta- 
tion of policy benefits and terms, to 
carry out the principle that “advertis- 
ing shall truthfully and fairly repre- 
sent the benefits provided by the poli- 
cy and shall be designed to avoid the 
drawing of untrue and misleading con- 
clusions therefrom.” 


Notwithstanding the fact that charg- 
es have been preferred against some 
of the companies, he said the purpose 
is not punitive but remedial. He has 
found it necessary, he added, to in- 
voke punitive powers “to command 
respect for and obedience to the rules 
of conduct...” However, there are still 
some companies who have made “little 
or no effort” to revise their “vulner- 
able” advertising copy, and he said one 
insurer is reported not to have done 
so because the department would con- 
sider it an admission that the unre- 
vised copy violated the law, “which I 
say is utter nonsense.” 

“I want to make it clear that it is 
my intention to finish this job and to 
continue to challenge misleading ad- 
vertising that may be currently in 
use,” the commissioner said. 

Some changes will be made during 
the next legislative session in the min- 
imum benefits law, and Mr. Maloney 
opined that this will tend to lighten 
the work load for the companies as 
well as the department. 

He noted that although the new 
standard provisions law does not be- 
come effective until Jan. 1, 1957, about 
50% of the companies now submitting 
policy forms have adopted the new 
provisions, and during September 70% 
of the new policies used them. He said 
he hoped all companies will make the 
shift as soon as possible in order to 
avoid a traffic jam on the mandatory 
date. 


Some companies using the new poli- 
cies are employing unauthorized riders 
and then insert unauthorized material 
to amend the policy provisions, Mr. 
Maloney remarked. He reminded that 
all riders and inserted material will 
have to be given department approval. 

The commissioner went into some 
detail on the point of agent recruiting, 
remarking that the caliber of agents 
engaged in the A. & H. business is a 
matter of concern. In recent years 
there have been a number of cases 
involving large losses to companies be- 
cause of their failure to properly su- 
pervise those to whom authority has 
been delegated, he said. In some cases, 
companies have paid substantial losses 
although no premium was ever re- 
ceived, and in other cases the compa- 

(CONTINUED ON PAGE 12) 
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COATES, HERFURTH & 
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GA. VA. N.Y. 


BOWLES, ANDREWS & 
TOWNE 
Consulting Actuaries 
Employee Benefit Plans 
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ILLINOIS 


CARL A. TIFFANY & CO. 


CONSULTING ACTUARIES 


211 West Wacker Drive 
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Harry S. Tressel & Associates 
Coane Li y ons Accountants 
10 S, La Salle St, Chicago 3, Illin 
alle cago 3, 
Telephone F Ranklin 2-4020 - 


S. Tressel, M.A.I.A. 
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» Moscovitch, A.S.A. 
CHASE CONOVER & CO. 
Consulting Actuaries 
and Certified Public Accountants 
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A. S. BOYD, JR.—KENNETH CAMDEN, C.P.A, 
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Haight. Davis & Haight, Inc. 
Consulting Actuaries 


ARTHUR M. HAIGHT, President 
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| ADDRESSES IHOU AT CHICAGO 








A | Protests from the medical profes- 
ee sion concerning its bs sna by ja 
: insurance industry “stem from e 
TH & i of information furnished us, in 

| the belief that these reports will be 
4RIES handled in the most confidential way,” 
Los Angeles Dr. Ralph N. Simmons, medical direc- 
a | of Equitable Life of Iowa, told In- 
——— | stitute of Home Office Underwriters 

at its convention at Chicago. 
—_—_—=—_— “We have reached our present high- 
VS & ly scientific level of underwriting 


through the advances of the medical 
profession and the exhaustive investi- 
gations into mortality, permitting us 
to put a value on an applicant’s medi- 
New York | cal fitness,” he said. “How vulnerable 


























—————/ | we would be to adverse selection if 
' we could not employ all of these in- 
—————. |_ vestigations (the lay investigator’s, the 
5 CO, ||| agent's and the doctor’s) in consider- 
‘ ing an applicant who may choose to 
RIES | select against us?” 
ive He asked, “What has caused these 
’ doctors, clinics or hospitals to build 
= barriers around their records?” and 
—————— | answered by saying, “Someone has 
sociat | violated a trust.” Chief among reasons 
ants» | | for the medical profession’s mistrust 
| of insurance companies’ methods of 
illinois handling often highly secretive infor- 
| mation is its fear, grounded on past 
illette, GP.) | experience, of being placed in an em- 
Robert ter’! | barrassing or unfavorable position in 
the eyes of the rejected applicant. 
: Because of isolated instances of faul- 
+ CO. |! ty handling of confidential reports 
| previously furnished an insurance 
empeeen: company, some medical societies and 
DEN, C.P.A, associations have been requested to 
3 take firm stands in limiting the 
ucoge 3, Il. / amount of information given in the 
~ 2a | future, or in curtailing the avenues 
RASKA through which this information is re- 
| leased, Dr. Simmons declared. 

it, Inc. e e e 
: | Most often at fault in this respect, 
' Dr. Simmons said, is the agent to 
esident whom medical information on his cli- 


a ent is furnished. “This is usually done 
on the assumption that the agent... 
will treat the information in strictest 
confidence,” he said. “I personally 
have been guilty of this procedure and 


RREN have been embarrassed and disillu- 
- sioned when I found that the agent, 
so trusted, failed to live up to the trust. 
ts “By way of illustration, let us as- 
sume that you, an applicant for insur- 
S CITY ance, in all honesty and confidence, 





have revealed a highly personal and 
perhaps prejudicial bit of information 
1 | to the examiner, feeling that because 
of his professional ethics, and those of 
| the home office, the matter would 
travel no farther. How would you feel 
if a week or two later your friend, the 
agent, advised you of an adverse ac- 
tion taken by the company and quoted, 
in detail, this highly confidential re- 
port?” 

How, then, explain to an agent or 
| applicant the basis for an unfavorable 
| action? Dr. Simmon asked. “First, I 
believe we should consider whether a 
detailed statement is required... 
Would it not be adequate if we stated 
In our letter that his (the applicant’s) 
declared consultation for tumor was 
the background for our action rather 
_ than translate this general term into a 
’ More specific one given by his per- 
Sonal physician; namely, cancer?” 

One company, determined to inform 
all employes handling confidential in- 
formation of their unique responsibil- 
ities, was surprised to find that there 
were 52 whose work brought them ac- 
cess to the information, Dr. Simmons 








ES | Com panies’ Abuse of Medical Information 
—— MW" Main Gripe of Doctors, Simmons Declares 


said. A memorandum informing them 
of the nature of their jobs was dis- 
tributed. A procedure such as this is 
bound to do much good, he said. 
“Most cases of cancer or malignant 
tumors are highly malignant and 
should be either rejected for insurance 
or placed in the most heavily rated 
category,” Dr. Paul H. Langer, associ- 


ate medical director of Provident Mu- 
tual Life, said. “In individual cases 
red blood cells in the urine can be the 
earliest and only sign of a deadly 
malignancy. This is especially import- 
ant where a large amount of insurance 
is involved. When in doubt it is best 
to require that the applicant place 
himself under the care of a well-quali- 
fied urologist for proper study.” 

The Medical Information Bureau, 
with a membership of 296 life com- 
panies, handled 1,119,523 reports in 
the fiscal year ending Sept. 1, its ex- 
ecutive secretary, Joseph C. Wilber- 


ding, reported. He said the bureau’s 
master file contains reports concerning 
7,025,000 individuals, with data from 
physicians, hospitals or other clinical 
sources included in 1,075,000 of the 
cases. 

“Following the normal practice of 
institutions such as banks and credit 
houses that protect other people’s 
money, we do necessarily exchange in- 
formation and it is for the protection 
of all life insurance policyholders,” 
Mr. Wilberding said. “This informa- 
tion is protected and treated in great 
confidence.” 












A Few Contract Benefits 
for Agents and General Agents 


© Liberal first-year Commisstons 
e Monthly expense allowance 
e Extra 2nd and 3rd year 
commissions (For Agents only) 
© Continuous service fee after vested 
renewals expire 
© Attractive retirement plan 
e Success-proven training plans 
© Group life for career men 
e Expense free compensation plus 
Ist year and renewal overridings 
(General Agents only) 
e Vested overriding renewais 
(General Agents only) 






TERRITORIES OPEN 


“Agency opportunities are open in these states 
Ohio Kentucky 


Pennsylvania Indiana 
New Jersey Ilinois 
West Virginia Michigan 
North Carolina lowa 
California 










The MIDLAND MUTUAL Like Insurance C., 


250 E. Broad Street, Columbus 16, Ohio 















with 


BETTER 
TOOLS 


offered you in a Midland Mutual 


Paospeniliy (nchiadt 


Unique ‘‘Quick Closers’’ For 
Easily Selling Your Prospects 








The Foresighter -— For children 
The Protect-Her -— For women 
The Compensator- For saving 


The Securitor — For supplementing 
social security 
The Cancellator —- For mortgage 


The Annuitor — For protection anc 
retirement income 


The Econo-Check — For easy payments 


Plas other unusual Selling Aids 


WRITE FOR full details on our Pros- 
perity Contract, if you’ve had successful insure 
ance experience and are 28 to 50. Address: 
Russell S. Moore, Manager of Agencies. 
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Ifred S. Brennan is one of the best known 
A and most successful members in our field 
organization. Since joining The Ohio 
National in 1941 he has made an impressive 
record as an agency builder. Under his compe- 
tent leadership, the Brennan Agency, with sales 
offices in Saginaw, Pontiac, Flint, and Detroit, 
Michigan, has kept its place in the spotlight 
among our leading agencies for the past twelve 
years. Besides doing a great job in agency build- 
ing, Al has regularly qualified for many per- 
sonal production honors. 


THE OHIO NATIONAL 
LIFE INSURANCE CO. 
Cincinnati 


OUR GENERAL AGENT 


A. S. BRENNAN 


Saginaw, Michigan 









If a man empties his purse into his head, no one can take 
it frem him, An investment in knowledge always pays the 
best interest BENJAMIN FRANKLIN 


Christmas Shopping Made Easy 


Before you make out your Christmas shopping list for 
agency associates, be sure to get our new Gift-Suggestions 
folder which lists the outstanding publications of the life 


insurance world. 





THE INSURANI 


8 
aie 3 





UNE 


Send in your request today. This new gift-suggestions 
folder will help you do an important part of your Christmas 
shopping quickly, easily, inexpensively 
effectively. 
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Cal. A & H Merger 
Plan Is Postponed 


California Assn. of A&H Managers 
Clubs meeting last week at Los An- 
geles decided to postpone until 1954 
a vote on the suggestion that a state 
organization be formed of managers 
and producers. The managers group 
elected Reginald Farquahar, Home In- 
demnity, as president; Randall York, 
Fireman’s Fund Indemnity, vice-presi- 
dent, and Lloyd York, Hartford Acci- 
dent, secretary. All are from San Fran- 
cisco. 

Mr. Farquahar was authorized to 
appoint a committee to consult with 
Commissioner Maloney on the general 
subject of advertising. The managers 
approved a publication by Los Angeles 
Better Business Bureau entitled “What 
You Should Know About A&H Insur- 
ance” for distribution. 

The morning speaker was Commis- 
sioner Maloney, and his talk on adver- 
tising and other A&H subjects made a 
big hit. In the afternoon there was an 
educational session, opening with a 
talk by Joseph Silverstein of Contin- 
ental Casualty, who discussed pros- 
pecting. He said that by using boys to 
distribute cards at homes, telephone 
solicitors, and women canvassers in 
crews supervised by a crew manager, 
plus full-page advertisements in local 
papers he secured sufficient leads to 
keep four agents and himself busy. 
The cost per sale under each method 
ranged from $3 to $9. 

Donald G. Heth, Continental Casual- 
ty, and Arthur P. Krause of Krause & 
Co., participated in a panel discussion 
on special risks. Mr. Heth asserted 
that few American insurers are awake 
to the potential of the special risks 
field, while Mr. Krause pointed out 
that because Lloyds is not admitted in 
California, it can only write special 
risks in that state. 

R. L. McMillon, Business Men’s As- 
surance, Abilene, Tex., gave his talk 
on “Penetrating Oil,” and the con- 
cluding speaker was Rev. Robert E. 
Richards of Long Beach. 


General Fidelity Life 


New Insurer in Virginia 


General Fidelity Life, with maxi- 
mum authorized capital stock of $500,- 
000, has been organized at Richmond, 
Va. Virgil Goode is president, Howard 
W. Dobbins secretary, and V. Cassel 
Adamson treasurer. 








Names Walker Comptroller 


Old American of Kansas City has 
appointed W. L. Walker comptroller. 
Mr. Walker has been treasurer of 
Alaska Airlines, Seattle. Before that he 
was assistant comptroller of Trans 
World Airlines, treasurer of Mid-Con- 
tinent Airlines, which merged with 
Braniff, and then director of economic 
controls for Braniff. 


14 Awarded Florida Trip 


Fourteen leading producers of Hoos- 
ier Farm Bureau Life will make up the 
company’s All-American team award- 
ed a week’s expense-paid trip to Flor- 
ida. The All-American sales confer- 
ence will be held at Chicago Dec. 13- 
14. 








Elliott Joins State Farm 


Curtis M. Elliott, professor of eco- 
nomics and insurance at University of 
Nebraska, has been named educational 
director of the west central office of 
the State Farm companies at Lincoln. 
He formerly taught insurance and 
economics at University of Illinois and 
at Oregon State College, has done ed- 
ucational work for Lumbermen’s Mu- 


tual Casualty and Standard Reliang 
and for many years has taught CPcy 
and CLU courses. He is consultant to 
the Nebraska department. He edits 


official publication of Nebraska Aggy 


of Mutual Insurance Agents. 
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AMERICAN 
MUTUAL LIFE IS A 
GOOD COMPANY 10 

REPRESENT 


* SALABLE MERCHANDISE 


1. Policies from one day to 65. 

2. Waiver of Premium plus Income 
Disability. 

3. Non-medical up to $5000. 

4. Special Term Riders. 


LIBERAL COMPENSATION 


1. Career contracts available 
2. Special Brokerage contracts. 
3. Persistency bonuses. 


4. Full commission on preferred 
risk policies. 


A HELPING HAND 


1. H. 0. Training Schools. 

2. Prize Winning Sales Aids. 

3. Regional Meetings. 

4. Production Clubs Conventions. 


A General Agency Company 


Write H. S. McConachie 
Vice Pres. 


AMERICAN MUTUAL LIFE 
INSURANCE COMPANY 


DES MOINES 7, IOWA 


THE COMPANY 
BY THE GOLDEN GATE 


wee Done a quality 
job in a quality market 


...the West Coast...with 





working conditions ideal 
the year around...a great 
place to build a life 


insurance career! 


WEST COAST 


INSURANCE LIFE COMPANY 


HOME OFFICE » SAN FRANCISCO 


HARRY J. STEWART + PRESIDENT 
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Thomas F. Hills, John Hancock Mutual agent, is shown receiving the first of 

| what is to be an annual C.L.U. scholarship award given by Fidelity-Philadel- 

| phia Trust Co. The scholarship provides for four years of study at the Wharton 

' school at the University of Pennsylvania. From left are Walter J. Duffy, dis- 

| trict manager of John Hancock at Philadelphia; Frederic C. Wheeler, vice- 

| president of Fidelity-Philadelphia Trust Co.; Mr. Hills, and C. W. Haines, New 
England Mutual, president of Philadelphia Assn. of Life Underwriters. 








1.&H. Month Is Now 


Proclaimed in Mich. 


Governor G. Mennen Williams of 
| Michigan has proclaimed November as 
“Health, Accident & Hospitalization 
| Month” in Michigan. His statement 
| says this is in recognition of “the pio- 
| neering background and high stand- 
ards of protection developed by mem- 
ber companies of Michigan Assn. of 
A. & H. Underwriters through our com- 
petitive enterprise system....We are 
proud of the manner in which insur- 
ance companies in Michigan have 
demonstrated a willingness to cooper- 
ate in every way to enable their policy- 
| holders to do for themselves those 
| things that contribute most for health- 
ful living in our state.” 

Two or three months ago, the gov- 
ernor put aside 30 days for “Blue Cross 
Month,” and this raised a furor. Com- 
missioner Navarre alluded recently to 
| the possibility of an A. & H. month in 
addressing Michigan Assn. of Insur- 
ance Agents. He went on to explain 
that the Blue Cross proclamation was 
a “mistake,” and that he (Navarre) 
had no prior knowledge that a Blue 
Cross proclamation was forthcoming. 
In fact, he said, he was visiting at the 
home of W. O. Hildebrand, the Michi- 
gan agents’ executive-manager, and 
his first notice was to read a full-page 
newspaper advertisement. 

When Blue Cross month was pro- 
claimed, pictures were taken of the 
governor buying the first Blue Cross 
policy for himself and his family. 





















Fraternalists Hear Perego 


Alfred K. Perego, general agent for 
Paul Revere Life, spoke at the month- 
ly meeting of Milwaukee Fraternal 
Life Underwriters Assn. Newly elected 
officers, headed by Paul G. Walter, 

' Equitable Reserve, were installed. 


_ Bryant to Lincoln National 


James W. Bryant has been named to 
the home office of Lincoln National 
as divisional manager in the mortgage 
loan department in charge of mortgage 
Investments in Cleveland and Detroit. 
He formerly was divisional manager 
in the mortgage department of Great- 
West Life. 





Issues New Term Policy 


Postal Life has a new five-year re- 
newable and convertible policy, the 
sixth new policy it has issued this 
| year, 

The new convertible term is renew- 
able to age 65 with expiry ages to 66- 
70, is issued between ages 20-55. has 
a mimimum of $10,000, and is written 
‘ sub-standard to class C (175%). It is 
| Convertible at any time while the poli- 
cy or any renewal is in force. 





Annual premiums per $1,000 for 
ages 20, 30, 40, and 50 are $6.78, $8.21, 
$11.56, and $21.86. The waiver of pre- 
mium benefit is available at a small 
additional premium. In the event of 
permanent and total disability, the 
benefit waives the term premiums to 
age 65 and then the plan automatical- 
ly converts to an ordinary life plan 
with the premiums continuing to be 
waived. 





New Reducing Term Rider 
Issued by Ohio State Life 


Ohio State Life has issued a new re- 
ducing term insurance rider, enabling 
the agent to sell a combination of 
permanent and reducing term insur- 
ance with rates quoted per $1,000 of 
initial amount. The policy is issued in 
10, 15 and 20-year term plans and is 
non-participating and without forfei- 
ture values. 

Any one plan may be attached to 
a new issue of any life or endowment 
policy with a premium payment peri- 
od as long as or longer than the term 
of the rider, provided the life or en- 
dowment policy has no other supple- 
mental term insurance rider or con- 
tract attached. 

Premium paying period is two years 
less than the term of the rider, which 
will be issued in amounts of not less 
than $2,500 and in multiples of $500, 
but for not more than two times the 
amount of the life or endowment insur- 
ance with which it is issued. Premiums 
are quoted with and without disability 
premium waiver and disability month- 





Announcement: 


On October first, Bankers Life Insurance 
Company of Nebraska issued its first Acci- 
dent and Sickness policy thus inaugurating 
its entry into the field of Accident and Sick- 


ness insurance. 


For nearly sixty-seven years Bankers Life 
has devoted its entire attention and facilities 
to the distribution of life insurance, provid- 
ing protection against the destruction of in- 
come through death and old age. We now 
look forward to enlarged opportunities for 
service through protection which will defend 
against the destruction of individual income. 
due to disability, and insure the sustained 
income upon which an individual’s economic 


stability depends. 


Bankers Life 
‘ of Nebraska 


SNEBURAN CE 
COMPANY 
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Actuaries Elect Guest two obvious steps would be to dis- 

A courage the hiring of new agents 
at Chicago Meeting specializing in military risks and to 


‘ (CONTINUED FROM PAGE 1) encourage those already in the organi- 
tions, such as the refusal of military zation to develop non-military mar- 
risks from brokers. He suggested that kets. “The companies with debit a- 


gents have what might be described 
as an automatic agency limitation, 
because most debit agents have non- 
military rounds to cover, and this 
tends to keep them from military spe- 
cialization,” he said. 

Metropolitan anti-selection was con- 
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"Custom Tailored” 









for easier selling 








heart 
Made to order for the insurance salesman... 
because it's made to order for the insured! 
That's the real story behind the success of General American Life's 
new Masterplan... the real reason why Masterplan has 
met with such outstanding acceptance wherever it 
has been introduced. 


People like the versatility of Masterplan. They're impressed with 
the way it permits them to select the plan which best suits 

their future needs, when they actually know what those needs 
ore. Yes, Masterplan is ‘“‘Custom Tailored" for the prospect... 
because it gives him an easy savings plan, life protection, a 
profit (when purchased at most ages), and what he wants 

when he wants it. ‘‘Custom Tailored"’ for the agent, too... 


because of its ready saleability, low net cost, high commissions. 


For further information write Frank Vesser, Vice President 


i>General American Life 


One of the nation’s leading mutual legal reserve companies 






trolled without the use of war clauses 
largely because the company’s field 
force confined its canvassing predom- 
inantly to people living on the agents’ 
debits, said E. A. Lew of that company. 
Its agents had non-military territory 
assigned to them for development and 
business predominantly was received 
from those areas. “Combat hazards 
in the Korean war differed in many 
respects from those in World War II,” 
continued Mr. Lew. “However, when 
allowance is made for the smaller 
part played in the Korean war by the 
navy, by the armored and airborne 
divisions of the army, and by the 
strategic bombers of the air force, 
the broad pattern of combat hazards 
in the Korean war by echelon, arm 
or service, military occupational spe- 
cialty, rank, and tactical operations 
was probably quite similar to that in 
World War II.” 

Ralph Keffer, Aetna, stressed the 
conclusion of Mr. Phillips, and nearly 
everyone else who analyzed the sit- 
uation, that the real war hazard is 
not a hazard that can be underwritten 
by an insurance company. The exper- 
ience of National Service Life Insur- 
ance with limited amounts of insur- 
ance proves that such plans will be 
successful only if the number of 
policies issued by any company is also 
severely limited. Mr. Keffer also men- 
tioned the large element of discrimi- 
nation involved in establishing quotas 
for each agent, or in other forms of 
limitations. Full coverage in the home 
areas is justified only on the assump- 
tion that war will not come to the 
home area and there are risks involved 
in eliminating war restrictions from 
new and old business after cessation 
of hostilities. He emphasized the haz- 
ards of war cannot be met by the 
application of insurance principles. 
The responsibility should rest upon the 
taxpayers to provide any necessary 
compensation for death from war 
hazards. 


In commenting on the paper of 
R. J. Myers, Social Security Admin- 
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Pertinent Statistics 





JANUARY 1, 1953 
Insurance In Force Over 
Assets Over 
Benefits Paid Since Organization Over 
Certificates In Force Over 


$669,000,000 
$158,000,000 
$ 69,000,000 

449,000 


Aid Association for Lutherans 


Legal Reserve Fraternal Life Insurance 


Home Office: Appleton, Wisconsin 








istration, R. A. Hohaus of Metropo- 
litan reported certain important sub- 
sequent developments. Mr. Hohaus 
was of the opinion that major Con- 
gressional consideration of social se- 
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creased by age over a certain 
of ages while death rates from y Eq 
other causes increased by age,” Saij 
Mr. Randall. This dip in mortajjp 
in the 20’s will become more p, on 
nounced, he added, if the death rat, 
from all other causes continue t EX 
decrease. On the other hand, th 
improvement in mortality because NE 
medical advances may be approachin,) jingu 
the limiting point, and mortality fro,| depa 
violent causes may begin to decreay| the E 
due to safety campaigns and simijz| patic 
factors. Mr. Deas wondered, howeve) 1, Pa 
if the prolonged decrease in | at th 
age mortality cannot be accounted fq} ary, 
partially by statistical errors, esp.) dent, 
cially age errors. ment 
Limits of ordinary life insurang| part 
issue, reviewed in a paper by E, 4| Mr. | 
Dougherty, Union Central, should ,) woul 
influenced by factors other than yp! tion 
derwriting consideration alone, saij} mine 
W. A. Jenkins, Teachers Insurance 4| _ state 
Annuity. Applicants who are of a. “N 
vanced age and those considered {| that 
be impaired risks constitute case thes 
where underwiting information may| 50h 
be scanty and where adequate dat,’ to k 
may not be available. Both cases con.} in Si 
stitute a business risk and the extent! to th 
to which it may be accepted depends} exce 
(CONTINUED ON PAGE 13) socie 


Investigators 


FOR INSURANCE AGAINST MISTAKES 


BISHOP’S SERVICE, INC. 


“ESTABLISHED 1898'' 
CONFIDENTIAL BUSINESs 
REPORTS 

CORPORATI(* 





SECURITY 

PERSONNEL 

CHARACTER MERCAN 

ECIAL PURPOSE 

I STIC & FOREIGN 

MARKET RESEARCH—SURVEY 
STAFFED BY EXPERTS 


Beaver St. Mighby 4 
New York. N.Y 


16 




















curity was probable in 1954, for both 
1952 presidential candidates proposed 
extension of social security to cover 
more people. The proposals of the 
U. S. Champer of Commerce will have 
an important part in the forthcoming 
Congressional consideration. 

This four-point “package” proposal 
would extend OASI coverage to all 
gainful employment for which it is 
administratively possible; “blanket-in” 
all the current retired aged for the 
minimum OASI payment; adjust the 


























OASI contribution rates so that the 








system would be on a “pay-as-you-go” 
basis; and eliminate federal financing 
in the OAA program. 

The known fact of a dip in morta- 
lity in the 20’s of age, covered in a 
paper by Walter Bowerman, New 
York Life, was enlarged upon by R. J. 

















Randall, Teachers Insurance & An- 
nuity; Mr. Myers of the Social Secu- 
rity Administration, and R. G. Deas, 
Prudential. Age-incidence of deaths 
from violence is responsible to a 
great extent for the dip in mortality 
in the 20’s. “This is because death 





rates from these causes actually de- 
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“In the department’s ‘Summary and 
Conclusion’ it is stated: ‘The examina- 
tion of the Equitable Life Assurance 
Society of the United States indicates 
that it is in sound financial condition.’ 
This is the most important point so far 
as the society and its policyholders are 
concerned. 

“As regards Mr. Parkinson, it should 
be pointed out that as long ago as 
last June Mr. Parkinson informed the 
board of directors of the society of his 
intention to relinquish all official con- 
nection with the society at the end of 
his present term as chairman which 
expires on Feb. 19, 1954. 

“With respect to items in the report 
on which there was some public dis- 
cussion early in 1952, the more im- 
portant of these items were fully dis- 
cussed in the society’s annual report 
for 1951, principally the Gateway Cen- 
ter development in Pittsburgh, the 
Fordham Hill apartments, and the Mc- 
Carthy Gas & Oil Corp. loan. 

“As regards Gateway Center, the ex- 
aminers report that although this was 
criticized by one of the directors early 
in 1950, the board, after discussing 
the Gateway Center project at its 
meeting on June 15, 1950, authorized 
the officers of the society to enter into 
the building contract to which the crit- 
ical director had objected. Present 
plans indicate that the additional land 
will be improved, guaranteeing high- 
ly satisfactory returns on Equitable’s 
total investment. 


“As regards the Fordham Hill proj- 
ect, the advertising expenditure of 
which was criticized, the report states 
that as of Nov. 1, 1951, 79% of the 
apartments were rented. Today these 
apartments not only are 100% rented 
but there is a waiting list and we think 
this is due in part to the effectiveness 
of the advertising. The advertising 
agency relationship that was criticized 
was discontinued in 1951. It had not, of 
course, cost the society any more than 
if the advertising had been done 
through any other agency. 

“As regards the McCarthy loan: 
There has been an increase of about 
33% in proved oil and gas reserves 
since Equitable took over; approxi- 
mately $2 million has been paid on the 








Mr. Parkinson said his continued 
association with Equitable “will be 
determined by its board of directors.” 

“I am not ill and I will not resign,” 
said Mr. Parkinson in his formal 
statement. “I am undergoing an eye 
operation for which arrangements 
were made several weeks ago. 


“I am proud of all my record with 
the Equitable and of the Equitable’s 
growth under my direction, including 
its contributions to the public welfare. 

“The superintendent of insurance 
earlier this year threatened proceed- 
ings against the directors of the Equi- 
table to induce my retirement. Now, 
however, his report and statement 
declare that no illegal act has been 
committed. My continued association 
with the Equitable, therefore, will be 
determined by its board of directors. 

“Neither the superintendent nor any 
other state official is being considered 
for the vacancy which my ultimate 
retirement might create.” 

The last sentence was apparently a 
reference to reports current some 
time ago that Mr. Bohlinger and Mr. 
Dewey were slated to become top- 
ranking officials of Equitable. Mr. 
Murphy is 66 years old and is said 
to want to retire. 


death, disability and old age. 


For Excumple sete tis : 


© Preferred Life — low cost lifetime protection 


@ Graded Premium Life —low initial cose with graduated : H 
premium to fit growing income ae 
Term to Age 65 — maximum protection at minimum 
premium 

@ Income Disability — $10 monthly per $1000 

@ Centennial A & H — lifetime accident and sickness income 
BROKERS AND SURPLUS WRITERS are invited to write for 


full information about the many unusual sales opportunities with 
Berkshire Life’s complete portfolio of personal insurance. 





Keep Your Eye on 


| BerksHire 


Life, Annuities, Accident & Health and Hospitalisation 
HARRISON L. AMBER, President 







e e e 
The unprecedented action of an in- 
surance superintendent announcing OFFERS a 





the resignation of an insurance execu- 
tive and his coupling it with the ex- 
amination report’s filing caused con- 
siderable speculation on how much 
the department may have to do with 
bringing about Mr. Parkinson’s de- 
parture from Equitable. The report 
had been critical of a number of high- 
level actions in the company, inclu- 
ding the placing of nearly a million 
dollars in advertising in 1949-50-51 
with a small advertising agency 
headed by Mr. Parkinson’s son, Court- 
ney V. Parkinson, at a time when the 
senior Parkinson was Equitable’s 
president and chief executive officer. 

Mr. Parkinson’s decision not to 
resign was at odds not only with Mr. 
Bohlinger’s announcement but also 
with a statement issued by President 
Ray D. Murphy of Equitable Society 
in answer to inquiries generated by 
the Bohlinger announcement. Among 
other things Mr. Murphy’s statement 

(CONTINUED ON PAGE 16) 


@ Modern and attractive agent's and general agent's contracts to those leoking 
for a permanent connection. 
@ Complete line of Life Insurance policy contracts from birth to age 65 with full 
death benefit from age 0 on juvenile policy contracts. 
© Complete line of Accident and Health policy contracts with lifetime benefits. 
@ Individual Family Hospitalization contracts with surgical, medical and aurse 
benefits. 
@ Complete substandard facilities. 
@ Educational program for fieldman. 
Strong, Progressive Company 
Older than 85% of all legal reserve life 
insurance companies 
COMPANY'S EXPANSION PROGRAM OFFERS 
Openings in California, Illinois, Indiana, Kansas, Michigan, Minnesota, 
Missouri, Nebraska, New Jersey, North Dakota, Ohio and Wisconsin 


NORTH AMERICAN LIFE INSURANCE COMPANY 


OF CHICAGO 
C. 6. ASHBROOK, EXECUTIVE VICE PRESIDENT 
NORTH AMERICAN BUILDING, CHICAGO 3, ILLINOIS 
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DEAR SIRS.... 


Recently one of our newer agents wrote us this: 
"| wish | had realized sooner in my career how 
much greater success | could have with the 
Provident; and by success | don't mean only 
greater earnings, either." 

We will be glad to talk with you about a new 


career ... with the Provident. 


THE PROVIDENT 
LIFE INSURANCE COMPANY 
Bismarck, North Dakota 


JOSEPH DICKMAN, Vice President 


Life - Accident - Health - Hospitalization - Annuities - Pension Trust 


*These are the Provident States. 
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Shown is the architect’s sketch of the new $1,500,000 Lutheran Brotherhood | the ! 
home office building to be constructed at 701 Second avenue, South, in Minne. | amow 
apolis. Construction will begin next spring. The building, to provide nearly 60,009 | able, 
square feet of space, will have a ground level of stone and three top floors of | Risks 
glass and aluminum construction. A Martin Luther library is to be includeq | to qu 
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and it will be open to clergy, students and the general public. fluctu 
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Maloney Reviews Cal. = 
Problems in A. & H. Field that | 
(CONTINUED FROM PAGE 6) wi 
ny’s license has been jeopardized 
when it trusts its agents to comply The 
with the law. airlin 
“Excessive aggressiveness and en- prove 
thusiasm with respect to production lers, 
quotas and goals are major factors | aviati 
contributing towards carelessness in ience 
the selection of agents,” Mr. Maloney | same, 
said. He mentioned that there have tions. 
been several cases wherein persons $300.000.000+ | for tk 
with criminal records have been li- ° ee - | | times 
censed and there have been no good Yes, The Unien Laher Life is! | ment 
grounds to believe that the man has | the trustee of over $500 million | _ non-s 
been rehabilitated. District managers, | of life insurance in force, repre- pe 
he added, are prone to vouch for per- senting eventual security and . 
sons without much foundation in fact. 4 d tion 
The department has had to set up rules | Protection for our family of | perso 
to evaluate applicants with criminal | policyholders and their benefi- —_ 
records. ciaries. This great fund is a | sie 
ee demonstration of man’s attitude about 
A few companies have a tendency ds th ly fi ial | sched 
to deny claims without making a com- | '©wards the only financial pro- | | pilots 
plete and careful investigation, the | gram with a guaranteed future | is bey 
commissioner said. This is a contin- | — for his family — should he| | highe 
uing problem, and he condemned what he sales ®t h few het ages 
he said in some instances is “an eager- ea SD SOD OP _ U. § 
ness to find some basis, no matter how | 8elf— should he live to enjoy civili: 
pee erigh to — the -— Most | his early prudence. chang 
of this is done on the grounds of pre- s ‘lo. The 
existing conditions, and Mr. Maloney As we 8° beyond ttle wie study 
said it is necessary that the claim file | Stone, providing the insurance view 
— at least prima facie or reason- | protection that is the essential | | jis ex; 
ably convincing evidence that the ori- | the 
gin actually antedates the policy. mood af we ninth pmnsendign 7 The. 
do so with a renewed sense of | | |), 
Richmond C.L.U.s Elect pride in the record and per- | 750,0( 
Meade J. McMillen, general agent formance ae have maintained \ a. 
- Mutual Benefit Life, has been | mM presenting, writing and serv- in tie 
eect prsyaert of, Richmond | icing group and individual i-| | oe 
Prudential, is vice-president; John | Surance coverages for the men| | show 
Padco, Equitable Society, secretary- | and women who turn the wheels than 
treasurer, and James D. Hawkins, s = { 
Provident Mutual, executive secretary. of American industry. | , 
n 
e Didehane-Biesiesingt River Prod- a. ae 2 | a 
ucts Line of Tulsa, in a filing with se- oa ‘all “9 
curities and exchange commission Security and Service for all Accid 
seeking registration of debentures and ao a a had « 
common stock, shows that it proposes ey costs. 
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oa 414% series 1973, due Nov. 1, New York City 21 first 
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Matthew Woll, President | Je 
e Hope for a hearing on the legality favor 
of the tontine policy in Texas and for The 
passage of a satisfactory agents quali- devel 
fication law was voiced at a meeting upon 
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Actuaries Elect Guest 
at Chicago Meeting 


(CONTINUED FROM PAGE 10) 


pany rather than on the skill of the 
underwriter. C. A. Ormsby, Connec- 
ticut General, noted that competition 
is a factor in influencing issue limits, 
rather than retention limits. Issue 
limits also depend on the cost of re- 
insurance and the confidence placed 


| jn the underwriting skill of the in- 


dividual company. He disagreed with 
Mr. Dougherty’s stand that each 
ceding company pays, at one time or 
another, for unprofitable business 
which is reinsured. 

A. H. McAulay, National of Ver- 


| mont, spoke of the determination of 
| limits of issue. The limit should be 


Brotherhood 


the retention limit plus whatever 
amount of reinsurance the company is 
able, or willing, to obtain, he said. 
Risks where classification is subject 
to question add the fear of adverse 
fluctuation, was the belief of Irving 
Rosenthal, Guardian Life. This fear 


| is not offset by the hope of a favor- 
| able experience. Reinsurance volume 


must include other cases as well so 
that the reinsurer will be satisfied 
with the arrangement. 


The safety record of U.S. scheduled 


| airlines shows continued gradual im- 
| provement, said J. E. Hoskins, Trave- 


lers, in presenting a report of the 


| aviation committee. Canadian exper- 


ience has been approximately the 
same, but subject to greater fluctua- 
tions. Fatality rate in other countries 
for the same period was nearly three 
times as great. Continued improve- 
ment was noted in the case of U. S. 
non-scheduled airlines, although the 
absolute rates are several times as 
high as for scheduled airlines. Avia- 
tion death rates by age of flying 
personnel in the air force and navy 
changed little from 1951. The passen- 
ger fatality rate for the military air 
transport service for 1947-1952 was 
about twice as great as for U. S. 
scheduled airlines. Data for regular 
pilots of the Royal Canadian Air Force 
is beginning to show the tendency to 
higher fatality rates at the younger 
ages, which has been observed in the 
U. S. services. Death rates in the 
civilian classes investigated did not 
change materially. 

The scope of the 1951 impairment 
study was presented in a brief pre- 
view by Mr. Lew. The final report 
is expected early in 1954. In general, 
the results will parallel earlier studies. 
The report is notable for the large 
volume of data covering more than 
750,000 lives, 18,000 deaths and more 
than 3,300 mortality ratios. Only one 
of the many valuable facts uncovered 
is that the group with a family history 
of cardio-vascular-renal disease will 
show a mortality substantially higher 
than present ratings cover. 


° e e 


In discussing the application of the 
coinsurance principle to A&H insur- 
ance, K. B. Piper, Provident Life & 
Accident, pointed out that inflation 
had operated to keep benefits below 
costs, His company has experimented 
with a deductible feature in group 
plans which has eliminated payment 
for hospital room and board for the 
first one, two or three days, and a 
deduction of $10 to $25 for hospital 
extras. Employers’ reaction has been 
favorable. 

There is great need for the recently 
developed policies which concentrate 
upon reimbursement for the costs of 


major illnesses, it was brought out. 
Morris Pike, John Hancock Mutual, 
called attention to Mrs. Oveta Culp 
Hobby’s statement that existing ar- 
rangements take care of the wealthy 
and the needy since the former could 
pay the extended charges and the 
latter would receive them free. Mrs. 
Hobby did not refer to the recent de- 
velopment of policies which have 
concentrated upon reimbursement for 
the costs of major illnesses, nor did 
she refer to the trend towards con- 
tinuing group insurance coverage un- 
der hospital and surgical insurance 
policies for retired employes and their 
dependents. Mr. Pike stressed the need 
for providing care for chronic illnesses 
and illness of retired persons, espe- 
cially of the middle classes. He cited 
major expense policies, life insurance 
and annuity benefits, and public aid 
to the medically indigent as important 
steps in meeting these needs. 

The portion of income after taxes 
that is insurable was set at from 50% 
for high income persons to 80% for 
those with low incomes by G. N. 
Watson, Crown Life. He stated that 
a somewhat higher percentage of sick- 
ness and accident expense was insur- 
able. The tendency for fully prepaid 
medical care to cost more than an 
insurance plan because of fuller uti- 
lization of available services also was 
mentioned. 


E. A. Green, John Hancock Mutual, 
noted that companies have been more 
successful in meeting the needs of 
the less serious losses in the field of 
both income loss and medical expense. 
This might be ascribed in part to less 
community of interest between insur- 
er and insured in the more serious 
loss fields. Extensive use of coinsur- 
ance or deductibles to provide an 
economic incentive to limit losses was 
suggested as a remedy. Mr. Green 
thought it encouraging to see that 
the insurance industry and the insur- 
ing public are gradually working out 
a practical answer to the question 
propounded both in scope of coverage 
and level of benefits. 

A limit of 75% of income after 
taxes was suggested for temporary 
income loss payments by J. C. May- 
nard, Canada Life, who pointed out 
that the insured had some control 
over the event but none over the 
amount of such loss. He also recom- 
mended 75% of direct expenses of 
sickness and accident as an aggregate 
limit. 

The tendency for an increased over- 
lapping of hospital and surgical cov- 
erage under group and Blue Cross 
plans was mentioned by H. S. Beers, 
Aetna Life. The widespread popula- 
rity of such coverage had expanded 
its use so as to limit anti-selection and 
help keep claim rates at a reasonable 
level. 


Manuel Gelles, New York Life, said 
coinsurance could be made effective 
either through limiting income indem- 
nity to less than net earned income 
after taxes, or through a_ waiting 
period. He questioned the propriety 
of providing first day coverage for 
sickness benefits. Coinsurance occurs 
in all lines of insurance—even life 
insurance is rarely equal to the worth 
of the individual’s replacement. 

In discussing the special problems 
encountered in providing suitable cov- 
erage under group A&H plans, Mr. 
Watson opined that the development 
of package plans for small groups 
would help solve the problem of 
providing coverage for farmers and 

(CONTINUED ON PAGE 17) 
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Eloquent Way to Speak Cooperation 


The Fidelity-Philadelphia Trust Co. 
is deserving of a warm salute from 
life insurance people for establishing 
what is to be an annual CLU scholar- 
ship providing for four years of study 
at the Wharton school of the Univer- 
sity of Pennsylvania. 

Probably this is the first time a 
banking institution has taken such pos- 
itive steps to improve the caliber of 
life insurance agents. The scholarship 
is to go each year to a greater Phila- 
delphia agent who has proved out- 
standing in his profession and displays 
exceptional potential. It should serve 
as an effective stimulation to agents 
in that area, and in that respect will 
benefit even those who never receive 
a scholarship award. The agent who 
strives for professionalism, regardless 
of motivation, is not likely to lose that 
philosophy. 

Philadelphia CLU and producer or- 
ganization members, along with a rep- 
resentative of the trust company, will 


comprise the scholarship selection com- 
mittee. This puts the selection in the 
hands of persons who are best able to 
judge qualifications and spares the 
trust organization from ever being ac- 
cused of favoritism. 

Cooperation between agents and 
trust men is probably the underlying 
theme of about all meetings of the 
many life insurance and trust councils 
throughout the country. They have 
accomplished a great deal in this di- 
rection, and will continue to do so. It 
is a powerful addition to their efforts, 
however, when a tangible attempt such 
as institution of a scholarship award 
is made to exhibit a spirit of coopera- 
tion. Only a short while ago, the Fi- 
delity-Philadelphia Trust Co. spon- 
sored an affair for the life people there 
at which new CLU’s were honor guests. 
Activities such as these quite eloquent- 
ly let life agents know a trust company 
has their interests at heart, especially 
if they are well-informed and compe- 
tent insurance men. 





PERSONAL SIDE OF THE BUSINESS 





Guy W. Cox, former president of 
John Hancock Mutual Life, has retired 
as chairman of the board of trustees 
of Boston University and is succeeded 
by State Senator Edward C. Stone. Mr. 
Cox remains as a trustee, however. 
O. Kelley Anderson, president of New 
England Mutual Life, and Deane C. 
Devis, president of National Life of 
Vermont, were elected as new trustees 
of B. U. 


Clarence L. Landen, chairman of 
Central National and Central National 
Life, recently was selected King Ak- 
Sar-Ben LIX, an honor bestowed year- 
ly on an outstanding citizen of Omaha. 
More than 16,000 persons watched the 
crowning of the King of Ak-Sar-Ben 
(Nebraska spelled backwards). 


M. M. Rupp, executive vice-presi- 
dent of Brotherhood Life of Fort 
Wayne, Ind., has been reelected presi- 
dent of the Gideons of Indiana. 


George W. Steinman, president of 
Midland Mutual Life, has been elected 
a director of Ohio Chamber of Com- 
merce. 


Harry H. Fuller, Chicago manager 
of National Bureau of Casualty Under- 
writers and chairman of Insurance 
Federation of Illinois, probably has 
some sort of an all-time record for 
attendance at National Assn. of Insur- 
ance Commissioners. He has attended 


every annual and mid-winter meeting 
of NAIC for 30 years, and the Miami 
Beach convention that is coming up 
will be his 61st NAIC gathering. For 
15 years or so he has been taking 
photo-flash pictures by the dozens 
at these conventions. Many of these 
appear in THE NATIONAL UNDERWRITER 
and in other publications and _sstill 
others are prized possessions on the 
walls of the commissioners and camp 
followers. He has an especial talent 
along this line and he gets his prints 
made by S. J. Silverstein of Chicago 
who has a foremost reputation in this 
specialty. 

Jack White, Prudential manager at 
Los Angeles, has been appointed chair- 
man of the California commission of 
the National Society for Prevention of 
Blindness. 


A new dormitory at McCallie school 
in Chattanooga has been named Mac- 
Lellan Hall in honor of R. J. MacLel- 
lan, president of Provident L. & A. Mr. 
MacLellan is an alumnus of the school. 


Commissioner Edwin Larson of Flor- 
ida was elected a 33rd degree Mason 
at the southern jurisdiction meeting at 
Washington. He is venerable master 
of Tallahassee Lodge of Perfection 
Scottish Rite Masons. 


William C. Brown, vice-president 
and actuary of Colonial Life, has been 


appointed a trustee of the Prison Of- 
ficers Pension Commission of New Jer- 
sey. 


One of the interesting actuarial 
family traditions of which there have 
been so many over the years is that 
of the four Feay’s. There are four Feay 
brothers, all of whom are in the life 
insurance business. They all went 
through the actuarial course of Uni- 
versity of Iowa, two of them are 
fellows of Society of Actuaries, one 
is an associate and the fourth, whose 
career was interrupted by the army, 
is connected with the statistical de- 
partment of Occidental Life of Los 
Angeles. The procession was started 
by the eldest, Herbert L. Feay, who 
is now actuary of Manhattan Life. 
Maurice F. Feay is assistant actuary 
of Equitable Society and D. H. Feay 
is actuary of Companion Life. Arthur 
W. Feay is the one that is with Occi- 


dental Life. 


MRS. MILDRED POINDEXTER 
MILLER, manager of the women’s de- 
partment in the Kansas City agency 
of Penn Mutual since 1924 and with 
that company since 1918, died at Kan- 
sas City. She was a member of a wide- 
ly known insurance family. Her father, 
E. W. Poindexter, was general agent 
for Northwestern Mutual at Kansas 
City, starting in 1885, and entered the 
company in Kansas and Oklahoma. 
Two brothers also have been promi- 
nent with that company. C. H. Poin- 
dexter was general agent at St. Louis, 
and Urban H. was assistant director of 
agencies at the home office. Both are 
now retired. Mrs. Miller had been very 
active in association affairs and was 
an N.A.L.U. speaker at one time. 


WALTER T. BULLOCK, 62, assist- 
ant manager of Atlantic Life at Roan- 
oke, Va., for 16 years, died there. 

MRS. MARGARET JOHANNSEN, 
mother of Alfred J. Johannsen, general 
agent at New York for Northwestern 
Mutual, died of a heart ailment at 
Roosevelt hospital, New York City. 
Mrs. Johannsen lived in Chicago until 
recently when she went east to make 
her home with her son. 


NED S. COOK, 38, agent for Life & Casualty 
of Tennessee, died at his home at Hickory, 
N. C. 








JOSEPH J. MULROONEY, 41, district man- 
br of Farm Bureau Life at Syracuse, N. Y., 
ied. 





Saiewitz Medical Director, 
Fridley Associate Actuary 


Two men have joined Automotive 
Life of New Orleans as company of- 
ficers. Dr. Sam B. Saiewitz, New Or- 
leans physician, becomes medical di- 
rector, and Richard M. Fridley, for- 
merly with Guarantee Mutual, now is 
associate actuary. The company re- 
cently entered the ordinary field after 
operating strictly in industrial since 
organization in 1937. 


——— 


Fla., Ill., Ga. 
Handbooks Are 
Off the Press 


The National Underwriter Co. ha 
just published its new hand-books fy 
the states of Florida, Illinois and Wis. 
consin. In the case of Florida, this j, 
the first time the state has been treatg 
separately; formerly it was issued jp 
combination with Georgia and Als. 
bama. 

The books provide complete and up. 
to-date information on agencies, com. 
panies, field men, general agents, solic. 
itors, groups and other organization; 
affiliated with insurance throughoy 
the state. 

Also included are premiums ang 
losses by lines for fire and casualty 
companies together with life insurance 
paid for and in force statistics, present. 
ed in a special statistical section. Cop. | 
ies may be obtained from the Nationa] | 
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Metropolitan Advances gy 
Maynard, Siegfried, served 
For 
Sutter, Several Others | sears 
A. Rogers Maynard, Charles A. Sieg. | aS 
fried and John J. Sutter have been ad- | ae 
vanced to 2nd vice-presidents by Met- | Illinois 
ropolitan Life. The 
The new responsibilities of Mr. May- Paul J. 
nard are concerned with field manage. | ler as 2 


ment; and those of Mr. Siegfried and | goyri : 


Mr. Sutter with group insurance. Mr, | 

Maynard formerly was superintendent | 
of agencies of Metropolitan’s south. | 
eastern territory, Mr. Siegfried was ac- 

tuary and Mr. Sutter was 3rd vice- 

president. 

Two superintendents of agencies | 
have been transferred, Wilbur W. | 
Hartshorn going to the Great Lakes | 
territory, and Milton O. Culpepper to | 
the central and south central terri- , 
tories. 

James F. Eubanks, district manager 
at Nashville, Tenn., has been appoint- 
ed superintendent of agencies and as- | 
signed to the southeastern territory; | 
and John F. Neal, district manager at | 
Alexandria, Va., is the new superin- 
tendent of agencies in the south central | 
territory. 

Charles E. Creagh, former superin- 
tendent of agencies, in the Great Lakes 
territory, has requested an assignment 
in the south central territory, and has 
been appointed manager of the Rock 
City district in Nashville. 

In other appointments, Don C. Buell 
and Fred Ulmer become 3rd _ vice- 


S. Thomas, associate actuaries; F. L. 
Kleinschmidt, William McKinley and 
R. R. Shinn, assistant vice-presidents, 
and E. F. Harrigan, assistant actuary. 

Mr. Maynard joined Metropolitan in 
1930 as an agent at Marlboro, Mass. 
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= He later served in managerial posts at 
North Hampton, Mass., and Buffalo. 
' He also served in the field management 

















Julian Myrick Starts 
Anew as Mutual Life 
New York City Agent 


Julian S. Myrick, retired 2nd vice- 
president of Mutual Life, is returning 
to active service as 
an agent of the 
company’s Richard 
E. Myer agency at 
New York City. 
Mr. Myrick will be 
welcomed back at 
a luncheon Nov. 9 
at the Hotel Mc- 
Alpin. Among 
those scheduled 
to attend are 
Louis W. Dawson, 
president; Vice- 
presidents Frank 
B. Jackson, Edward H. Wells, Andrew 
C. Webster and Clifford B. Reeves; 
Mr. Myer and several members of his 





Julian S. Myrick 


agency. 

Mr. Myrick retired in 1949 under 
the company’s security plan for sala- 
ried employes. He had been a 2nd 
vice-president since 1941, and an 
agency manager for 32 years before 
that. He joined the company as an 
agent in New York City in 1898. With 
Charles E. Ives, he formed the Ives & 
Myrick agency at New York in 1909 
and it became one of the largest in the 
U. S. Mr. Ives retired in 1930, Mr. 
Myrick continuing as manager until 
1941. 


Mr. Myrick is one of the veteran life 
insurance men who spearheaded the 
establishment and development of the 
National and State Assns. of Life Un- 
derwriters. He is a past-president of 
NALU as well as of the New York 
State and City associations. He was an 
NALU trustee for 26 years, and also is 
considered one of the founding fathers 
of the American College, serving as its 


chairman for many years. In 1947 he 
received NALU’s John Newton Russell 
Memorial Award for “outstanding 
service to the institution of life insur- 
ance.” 

Among Mr. Myrick’s principal ef- 
forts after retirement were with the 
first Hoover commission on govern- 
mental reorganization. 

The Myer agency is successor to the 
agency Mr. Myrick himself founded. 


Oberholizer to Franklin 


William F. Oberholtzer has been ap- 
pointed regional assistant in the east- 
ern district office of Franklin Life with 
headquarters at Philadelphia. He en- 
tered the business with Equitable So- 
ciety in 1948, serving at Reading, East- 
on and Allentown, Pa., and is a navy 
veteran. 





e The name of the Foster & Lewis 
agency of Constitution Life at San 
Francisco has been changed to Lewis 
agency. 





No. 2 in a series of 
father-son combinations 
in the 
Modern Woodmen 
Agency Force 














KERMIT L. MARTIN 


Kermit Martin, Little Rock, Arkansas, Modern 
Woodmen State Manager for the Wonder State 
since early in 1952, has brought that state's produc- 
tien to a high level in a short time. Kermit, Ray's 
son, began his career with Modern Woodmen in 
1948 as a Special Agent in California. In 1950 

he was given a district managership in his home 
state of Oklahoma, and his successful record in that 
capacity for the next two years brought him the 
Arkansas State Manager appointment. 











RAY A. MARTIN 


Ray Martin, Oklahoma City, Oklahoma, hes 
served capably as a District Manager since he 
joined the Modern Woodmen agency force in 1947. 
In his first year, he placed high among the fifty 
leading agents, and has gained a spot in the 
select "President's Club" (top 20 producers}, plac- 
ing fourth in 1948 and sixth in 1952. Ray's 
production, both in new business and Premium 
Income, will again put him in the President's Club 
for 1953. 


Increased earnings and the opportunity to 
“get ahead" are built into the future of the 
Modern Woodmen agent. if you want @ 
career with a future—one that will give 

you an opportunity to use your talents fo 
the fullest—there's a place for you 

at Modern Woodmen. 


MODERN 
WOODMEN 
OF AMERICA 


(Est. 1683) 
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THE ACID TEST 


The Central Standard Life Insurance Company, in its almost 


them has emerged larger and stronger. 


a half-century of sound insurance practices, has successfully met the 


challenge of a half dozen wars and depressions, and after each of 


a neighborly company 


CENTRAL STANDARD LIFE 
Funded (05 — INSURANCE COMPANY 
211 W. Wacker Drive 


Chicago 6 
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celebrating 


25 Years of service! 


with life insurance in ferce exceeding 


$493,000,000.00 


PLUS: One of the most advanced 

agent’s training programs in the 

nation... Supervised offices... 

Trained Group men to assist 
agents.. An alert Underwriting 
and home office staff .. Top com- 

missions .. Company outings . . 

App-A-Week clubs and agent 
contests . . . the finest insur- 
ance plans. 


REPUBLIC NATIONAL 


LIFE INSURANCE COMPANY 
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Thee. P. Beasley, President Home Office, Dalles 




















“|. ATLANTI cect dick REPORT |NO. 6 
~ 













New Service 
es Rapid Growth 


Accident, Sickness, and 
Hospitalization contracts are 
initiated by Allantic 














Early in 1953 Atlantic Life offered for the first 
time a camprehensive line of Accident, Accident 
‘and Sickness and Hospitalization policies. The new 
coverages supplemented the wide choice of quality 
life contracts provided by this 53 year old company. 

Records of the first six months’ production 
reveal that more than two-thirds of the agency 
force have written the new contracts in every one 
of the nine: states in which the company operates. 

In growth of assets, increased production, gain 
in protection in force and broadening of service, 
Atlantic Life expects 1953 to’ be the best year in 
its more.than a half century of service. 











INSURANCE COMPANY 
HOME OFFICE: Richmond, Virginia 





Bohlinger Announcement on 


Parkinson Creates Stir 
(CONTINUED FROM PAGE 11) 
said: “As regards Mr. Parkinson, it 
should be pointed out that as long ago 
as last June Mr. Parkinson informed 
the board of directors of the society 
of his intention to relinquish all offi- 
cial connection with the society at the 
end of his present term as chairman 
which expires on Feb. 19, 1954.” 

Mr. Parkinson’s denial of intention 
to resign was given out the day after 
Mr. Murphy’s statement. From the 
wording of the Parkinson statement, 
apparently Mr. Bohlinger’s “report 
and statement that no illegal act has 
been committed” were the cause of 
Mr. Parkinson’s reversal of his inten- 
tion to resign mentioned in Mr. Mur- 
phy’s statement. 


Whatever the explanation, it was 
abundantly clear that though nearly 
72 years old Mr. Parkinson had lost 
none of the fighting spirit or relish 
for controversy that for years made 
him easily the most colorful of all 
major life company executives. There 
is intense interest in the business in 
what the next move will be. 

The afternoon of the day on which 
the department released the super- 
intendent’s announcement of the filing 
of the Equitable report and the resig- 
nation of Mr. Parkinson, Superin- 
tendent Bohlinger held a well-attended 
press conference to answer the great 
number of questions that newspaper- 
men wanted to ask as to the signifi- 
cance of the announcement. At the 
time there had been no intimation that 
Mr. Parkinson would do anything but 
resign next Feb. 19 as Mr. Bohlinger 
had said he would. 

Nothing came out at the press con- 
ference about threats or legal pro- 
ceedings against the directors of 
Equitable to induce Mr. Parkinson’s 
retirement, to which he referred in 
his announcement. 

However, Mr. Bohlinger told the 
reporters that the department had 
“discussed” with the directors the 
advisability of Mr. Parkinson’s leaving 
the company but that the department 
had not made any “direct” represen- 
tations on this score. He did not say 
what the department would have done 
if it had not been assumed that Mr. 
Parkinson was planning to leave the 
company. 


There was special interest among 
the two dozen or so reporters and 
press association men as to why the 
department had taken the unprece- 
dented action of announcing the resig- 
nation of an insurance company exec- 
cutive, particularly when the two- 
sentence release from the department 
coupled the resignation announcement 
with the announcement that the ex- 
amination report on Equitable had 
been filed. The report was completed 
nearly two years ago. 

“Is there any connection between 
this report and Mr. Parkinson’s re- 
signation?” a reporter at the press 
conference asked. 

Mr. Bohlinger parried this question 
by saying that Mr. Parkinson is not 
a well man, that he had a cataract 
condition, that he has been considering 
leaving the company for some time 
and had indicated that when his term 
expires at the annual meeting in 
February he would “retire.” 

Asked how many times an insurance 
superintendent had announced the re- 
tirement of an insurance company 
chief, Mr. Bohlinger said he knew of 


no other similar case. 

“Was there any purpose in the ¢&. 
partment’s announcing it?” he wa 
asked. 


“No,” he replied. “No purpose. Bu} 
it was a subject of considerable py}. 


lic interest.” 


“Was any representation made {| 


the board that he should resign?” 

“No direct representations,” saij 
Mr. Bohlinger, going on to explain 
that it had been “discussed” with the 
board. 

“Because it was discussed is why we 
have the announcement?” a reporter 
asked. 

Mr. Bohlinger answered that “he 
cause it had been a subject of discus. 
sion” he felt Mr. Parkinson’s Tesig. 
nation should be announced by the! 
department. 

“If you look at the report there are | 
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certain aspects of it that raise ques. | differ 


tions,” the superintendent continued, | 


Asked later on about the unprece. | 


dented announcement of an insurance | 
executive’s resignation by an insur. 


ance superintendent and whether it | 


had any connection with the practices 
criticized in the report, Mr. Bohlin- 
ger refused to be more specific than 
he had previously been. 

“TI think you’d have to make your 
own interpretation,” he said. 

One reporter wanted to know if 
there had been any misapplication 
of funds in placing nearly a million 
dollars in advertising during three 


years through an advertising agency | 
headed by Mr. Parkinson’s son at a | 


time when Mr. Parkinson was chief 
executive of Equitable. 

“No,” answered Mr. Bohlinger. 

“What would you call it, then?” 

“I'd call it nepotism,” was the an- 
swer. 

“Is there any possibility of return 
of these advertising commissions?” 

Mr. Bohlinger explained there was 
no illegal act involved, that C. V. 
Parkinson Associates had received the 
standard agency commissions from 
the publications that received the ad- 
vertising. 

Asked about another of Mr. Parkin- 
son’s sons, who is with the New York 
law firm of Milbank, Tweed, Hope 
& Hadley, Mr. Bohlinger explained 
that this was not covered in the ex- 
amination report and that while fees 
had been paid the law firm by some 
corporations that were borrowing 
from Equitable, the latter had not paid 
any fees itself. 

“What is your view on the ethics 
of nepotism?” a reporter asked. 


“T don’t look on it with great favor 
in a mutual life insurance company,” 
answered the superintendent. He 
disclaimed any credit for originality 
in this view, recalling that nepotism 
was criticized in the report on the 
Armstrong investigation of nearly 
half a century ago. 

“Ts it ethical or unethical?” 
reporter persisted. 

*It depends on how you define 
ethics,” Mr. Bohlinger answered. 

“Maybe there aren’t enough safe- 
guards,” the reporter suggested. ; 

In reply the superintendent said 
Equitable hadn’t had adequate safe- 
guards at the time the advertising 
was given to the Parkinson firm but 
“it has them now.” ; 

Mr. Bohlinger also defended Equi- 
table against any suggestion of mis- 
application of funds in the large 
amounts spent on advertising to ob- 
tain tenants for the company’s Ford- 
ham Hill housing project at a time 
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when apartment scarcity was acute. 
He explained that the project rented 
yery slowly, that sometimes structures 
are put up that are inappropriate to 
the locality and it is hard to rent 
space in them at expected rates. 

“J can’t tell you why the Fordham 
Hill project didn’t rent,” he said. “I’m 
not a real estate expert.” 

Somebody brought up the report’s 
criticism of Equitable’s investment in 
the Gateway Center project in Pitts- 
purgh. This is a largely commercial 
development, somewhat like Rocke- 
feller Center in New York City. Equi- 
table had an investment of about $40 
million in it as of the date of the 
report and a projected total invest- 
ment of some $80 million to $100 
million. 

Julius Sackman, chief of the life 
pureau, explained that there was a 
difference of opinion between the ex- 
aminer and the company. The exam- 
iner considered the entire project as 
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above the allowable legal percentage 
of Equitable’s assets. The company, 
however, contended that each of the 
several units in the project should be 
considered as a separate investment. 
This would mean that none would ex- 
ceed the legal percentage. 
e e o 

Another criticism in connection 
with the Gateway project and other 
huge building developments was that 
construction contracts were given to 
certain builders on a_ cost-plus-a- 
fixed-fee basis without competition. 
The reason for this was that Mr. 
Parkinson felt they were so large 
that no builder had the financial 
status to permit him to bid compe- 
titively. 

The report mentioned that three 
officers of Equitable were paid sala- 
ries totaling $50,000 as officers of Mc- 
Carthy Oil & Gas Corp. of Houston 
while remaining on the Equitable pay- 
roll. Equitable assumed control and 
management of the corporation in 
March, 1952, after the corporation had 
fallen behind on principal payments 
on a $29 million loan from Equitable. 
The examiner reviewed these pay- 
ments of duplicate salaries and stated 
that “thereafter the society trans- 
mitted its check to McCarthy Oil & 
Gas for the amount refunded.” 

The department examiner’s report 
also questioned the propriety of en- 
gaging lawyers on Equitable’s board 
of directors of law firms in which 
directors were partners for legal 
services paid by fee. The amount of 
the fees was not questioned. 

William Roberts received $60,000 on 
a bill for $150,000 as special counsel 
to protect the company’s investment in 
the Associated Gas & Electric System 
reorganization. Henry M. Alexander 
got $10,000 for a special study. A law 
partner of Mr. Alexander received 
$9,000 and $6,750 was paid to a corpor- 
ation of which the partner was presi- 
dent. Legal fees totaling $110,676 went 
to a law firm in which Robert J. Dodds 
was a partner. A law firm of which 
Jesse Slingduff is a partner received 
$1,601. 

. & * 

Questioned at the press conference 
about the fee of $150,000 to Mr. Rob- 
erts, Superintendent Bohlinger said 
that the correctness of the amount of 
a lawyer’s fee is a matter of opinion. 
He pointed out that Equitable had 
more than $4 million involved in this 
reorganization and it was natural that 
the company would want its own law- 
yer looking after its interests. It was 
the manner of reporting the amount, 
not the amount itself, that the examin- 


er criticized, he observed. The examin- 
er contended that it should have been 
included in schedule G of the annual 
statement. 

There was a criticism of Equitable 
for having more members of the board 
of directors who were not policyhold- 
ers than is permitted under the law 
but Mr. Sackman pointed out that this 
is just a technical violation and could 
be taken care of at any time by the 
company’s merely issuing A&H policies 
on enough directors to comply with 
the law. 

Mr. Bohlinger was asked about the 
delay in the official filing of the ex- 
aminer’s report which made it a mat- 
ter of public record, despite the fact 
that the report was completed by the 
examiner Nov. 21, 1951, almost two 
years ago. He explained that when an 
examination report is filed the com- 
pany has 10 days within which to file 
objections. Because of the size and 
comprehensiveness of the report it was 
not possible for the company to form- 
ulate its objections within 10 days. It 
asked for extensions from time to time 
and since these seemed reasonable they 
were granted. 


Asked why he had had a special in- 
vestigation and report made by for- 
mer City Court Judge William A. Mer- 
tens, Jr., Mr. Bohlinger said that a 
department examiner is principally an 
accountant and in view of some of 
the findings in the report the super- 
intendent felt he wanted the situation 
investigated by someone with “real 
investigatory training in law.” 

Asked whether the Mertens report 
would ever be made available as a 
public record, Mr. Bohlinger said he 
didn’t know. However, it is understood 
that the Mertens report confirms the 
examiner’s findings. The examiner’s 
report, signed by John D. Byrne, was 
finally filed exactly as he originally 
submitted it. 

Mr. Bohlinger in his introductory 
remarks at the press conference took 
pains to emphasize that none of the 
criticisms of certain of Equitable’s ac- 
tivities had anything whatever to do 
with its financial strength. He recalled 
that a department release two years 
ago covering these activities had also 
emphasized the company’s financial 
stability “because it is very important 
that the policyholders and the public 
generally should not be under any mis- 
apprehension.” 


When asked whether he felt any 
legislation would be sought as a result 
of the Equitable report, Mr. Bohlinger 
said he saw no need for any, that the 
practices criticized had been discon- 
tinued and that as far as the depart- 
ment was concerned the Equitable 
story was a closed book. 

A reporter from the New York Jour- 
nal-American tried to find out about 
any possible connection Mr. Bohlinger 
himself might have with Equitable by 
reason of his wife’s first husband, the 
late Theodore M. Riehle, having been 
a general agent of Equitable Society 
in New York City at the time he was 
killed in a airplane accident Nov. 1, 
1949. 

Mr. Bohlinger answered that his 
wife is chairman of the John M. Riehle 
agency which has no connection with 
the Equitable or any other life com- 
pany and that when Mr. Riehle died 
his general agency for Equitable died 
with him. 





e Polish Roman Catholic Union is 


seeking admittance to California. 


Actuaries Elect Guest 
at Chicago Meeting 


(CONTINUED FROM PAGE 13) 

their employes and small rural groups. 
He urged greater cooperation between 
insurers and hospitals and doctors. 
Individual insurance can provide cov- 
erage for many not eligible for group 
insurance. A type of group conversion 
might be developed to cover retired 
persons. 

“From an economic and social view- 
point, A&H insurance—and I am re- 
ferring mainly to hospital and surgical 
coverage—should be considered an 
essential part of a retired employe’s 
benefits,” R. H. Maglathlin, Trave- 
lers, stated. “Providing pensions for 
retired employes is an accepted prin- 
ciple under our economy today. Pro- 
viding group life insurance for retired 
employes is definitely becoming more 
prevalent, completing the ‘group’ 
triangle of A&H benefits. A method 
of pre-funding the costs of such cov- 
erage should be developed.” 


Duplication of A&H benefits is 
troublesome today, but, according to 
H. C. Dunkley, North American L. & 
C., it presents no problem to com- 
panies which write individual A&H 
coverage and are prepared to under- 
write at the time of claim. Careful 
attention to existing coverage should 
be given before the policy is issued. 
Over-insurance may be caused by 
either unreasonably low maximum 
limits; or the lack of adequate ser- 
vicing of policyholders to keep up 
with changing needs and changing 
economic conditions. “If these situa- 
tions require an insured to purchase 
additional coverage so that he can 
feel that he is adequately insured, 
surely it is better that he purchase this 
additional coverage from his original 
company rather than from another 
company,” commented Mr. Dunkley. 

H. J. Stark, Metropolitan, stated 
that claim costs of medical care have 
been increased by overinsurance re- 
sulting from excessive benefits or 
duplication of coverage. Duplication 
of coverage of wives under their own 
employer’s plan and under their hus- 
band’s dependent coverage should be 
considered. Where both group and 
individual coverage exist, the practi- 
cal solution lies with the individual 
insurer. Duplication between group 
insurance and Blue Cross-Blue Shield 
is chiefly a problem of the group 
company. 

Increasing attention is being paid 
by Blue Cross and Blue Shield organi- 
zations to the adoption of sound un- 
derwriting and actuarial practices, 
according to J. F. Colemen, United 
Medical Service. To an increasing ex- 
tent these organizations are taking 
advantage of the cancellable feature 
of their coverage when an employe 
adds group coverage. 

M. R. Dodson, Ohio National, em- 
phasized that surplus allocation de- 
pends on the nature of the company, 
whether it be stock, mixed, or mutual. 
A planned program of allocation is 
advisable in order to minimize sudden 
fluctuations in the growth of surplus 
or in the dividend schedule. Excep- 
tion to the annual program is justi- 
fied when unusual earnings develop 
in one year. The chief function served 
by earmarking portions of earnings 
is to prevent their being considered a 
part of unassigned surplus and hence 
available for dividends. Limiting this 
procedure to substantial items seems 
most practical, but there should be no 


lessening of over-all company conser- 
vatism. 

Surplus funds, said A. G. Weaver, 
John Hancock Mutual, represent the 
net worth of the company, and are 
monies retained by the company for 
the one basic purpose of providing 
the working capital to finance the 
operation of a going concern. These 
funds should be reduced only when 
the need for capital is notably reduced. 
A second function is a safety fund for 
emergencies, for an insurance company 
should not operate on a shoe-string. 
The funds are a provision for future 
contingencies but are available for 
present emergencies. In those cases 
where powerful reasons exist for ear- 
marking funds for specific contingen- 
cies, such funds should have first 
call if the contingency does arise, 
and should be reduced if the contin- 
gency reduces in importance. 


In the further discussion of surplus, 
Richard Humphrys, Canadian Insur- 
ance Department, mentioned several 
aspects of the problem of distribution 
of earnings that are dealt with in 
the Canadian insurance laws. The law 
requires the directors of each stock 
company to set apart such portion of 
the net profits as they deem safe and 
proper to distribute as dividends or 
bonuses to shareholders and policy- 
holders, and to ascertain the part of 
the profit so set aside that has been 
derived from participating policies and 
the part that has been derived from 
other sources. This requires the main- 
taining of a participating fund, a non- 
participating fund and a shareholders’ 
fund. The participating policyholders 
are entitled to a certain minimum pro- 
portion, depending upon the size of the 
mean participating fund, and only the 
remainder may be transferred to the 
shareholders. It is not mandatory that 
the full amount permissible be trans- 
ferred to the shareholder’s fund; in 
fact, many companies have for years 
transferred less than the maximum 
permissible. 

“Concerning actuarial reserves,” 
said Mr. Humphrys, “the key provi- 
sion in our law is that the actuary 
of the company must certify that in 
his opinion the reserves set up make 
a good and sufficient provision for all 
unmatured obligations.” The actuary 
has been left with almost complete 
freedom, so far as the law is con- 
cerned, in the choice of valuation 
bases and methods. 

H. S. Beers, Aetna Life; J. A. Camp- 
bell, London Life; N. M. Hughes, Na- 
tional L. & A.; Walter Klem, Equitable 
Society; H. R. Lawson, National Life 
of Canada; W. D. MacKinnon, Equi- 
table Life of Iowa, and W. J. Novem- 
ber, Equitable Society, were elected to 
the board. 


Assn. Hears Code Writer 


Robert D. Williams, Seattle lawyer 
who has been charged with revision 
of the Arizona insurance code, in his 
address before Arizona Assn. of Life 
Underwriters said the revamped code 
will be stiffened in these ways: It will 
contain an unfair practices law with 
“more teeth’; more effective state 
methods for supervising the business, 
including independent status for the 
director of insurance; and _ stricter 
agent qualification laws. 

He said he favored a compromise 
settlement in the current controversy 
involving benefit companies, the sub- 
ject of much attention in connection 
with the code revision, but said the 
legislature will resolve the problem. 
Mr. Williams is author of state codes 
now in effect in Washington and Ken- 
tucky, and has been a specialist in 
insurance law since 1931. 











18 


HeNATIONAL UNDERWRITER 


November 6, 1959 





Giant Peoria Rally Star 


Program Draws Well 
(CONTINUED FROM PAGE 2) 
activities made possible by this move, 
other officers and committee chair- 

men reviewed activities. 

That evening, following the cock- 
tail hour, there was the fellowship 
dinner. Lester O. Schriver, NALU 
managing director, was introduced by 
Mr. Chapman. 

Mr. Schriver said in his present 
position he realizes the opportunity to 
help men at the grass-roots level, and 
though he appreciated fully the Mil- 
lion Dollar Round Table and CLU, 
there is no slight on either if he leans 
to the plain, everyday agent—the rate 
book carrier. This, he mentioned, was 
all by way of introducing the new Na- 
tional president, Robert C. Gilmore, 
Jr., Mutual Benefit Life, Bridgeport, 
Conn., as someone truly from the 
ranks. 

Mr. Gilmore touched on a few prob- 
lems that NALU faces this year such 


as the New York question on com- 
panies becoming members, and the lo- 
cation of the national office, but men- 
tioned that none of these were too im- 
portant when “we all agree we know 
what we are talking about. Once we 
all understand what the next man 
thinks, desires, works for, we’re on 
solid ground.” He pointed out that 
with Mr. Schriver at the helm, “We 
are going to get some pretty sound 
planning.” He concluded with the re- 
mark that, never an MDRT member, 
he is “awfully proud to be just a gen- 
eral practitioner.” 

Saturday morning, Millard F. Bing- 
ham, Mutual Benefit Life, Springfield, 
president of Central Illinois CLU 
chapter, presided at the usual well- 
attended CLU breakfast, which was 
followed by the Peoria Sales Con- 
gress, with N. A. Loar, State Farm, 
Peoria, general chairman, presiding. 
Mr. Schnell was the opening speaker 
on “How Science Makes Selling Easy.” 
With down-to-earth examples he gave 
the results of 10 separate studies re- 


lating to the job of selling life insur- 
ance. These dealt with: 

The importance of asking the pros- 
pect leading questions and using ex- 
actly the right words and phrasing; 
the problem of talking too much as an 
“occupational disease” with salesmen; 
dealing directly with the person who 
has the authority to buy or who makes 
the final decision; finding out “whether 
you can be a top-flight underwriter 
without working hard”, with the con- 
clusion that “you’ll never be a million 
dollar producer if you get tired too 
quick”; the effectiveness of sales tools 
and the minimum amount of such 
equipment an agent should carry. 

Also, how many underwriters in the 
state of Illinois are doing something 
in the way of self-improvement; how 
to proceed; what to do after the agent 
has gone through the first part of a 
two-interview presentation and has 
helped the prospect to determine his 
minimum total needs; how to make a 
prospect buy when he thinks he 
doesn’t need insurance; what makes a 





WANT ADS 








Rates—$18 per inch per insertion—1 inch minimum. Limit—40 words per inch. Deadline 5 P.M. 
office] placing ads requested te 


THE NATIONAL UNDERWRITER—LIFE EDITION 


Friday in Chicago 
make payment in 


75 W. Jackson Blvd. Individuals 











company. 


personnel, 


175 W. Jackson Blvd. 


To meet the requirements, this man will be 
about 35 years of age and will have a good educa- 
tional background (law graduate desirable but not 
essential). He will have a number of years of 
experience in Home Office or Home Office and 
Field operations — including supervision of claim 


The salary will be attractive even though he has 


RESPONSIBLE POSITION FOR 
EXPERIENCED CLAIM MAN 


A man with experience and ability in life-accident- 
health claim work may find the opportunity to 
better his situation (which, probably, is already 
good) with an established Life-Accident-Health 


in any company. 


you. 


Write to: 


BOX V-12 


THE NATIONAL UNDERWRITER 


earned substantial reeognition in his present con- 
nection. He will be employed by a progressive 
company which has been doing business since 
before the turn of the century and which operates 
on a national scale. He will have the opportunity 
to enroll in an excellent group insurance program 
and one of the best retirement plans to be found 


If you feel qualified we would like to hear from 
Give full details in your first letter, which 
will be held in strict confidence. All correspond- 
ence will be acknowledged, and personal inter- 
views will be arranged with the best qualified men. 


Chicago 4, Ill. 











COMPANY 
WANTED 


Small Life Insurance Company. 
Prefer company located in 


HEAD ACTUARY WANTED 


Excellent opportunity for man with actuarial 
experience, imagination and desire to grow 
with a midwestern combination insurance 
company. 

Give full details on experience, age, per- 
sonal and educational “we mse State 
minimum salary requirement. 

All replies strictly confidential. Address 
V-20, The National Underwriter Co., 175 
W. Jackson Blvd., Chicago 4, Ill. 








Texas, Missouri, Florida, Ohio 


or Indiana. 


Reply to U-98, 


GROUP WELFARE 
MANAGER AVAILABLE 


Several years experience in sales, service and 
as manager of group department of large 
group writing agency. Interested in good con- 
nection on east or west coast. Address V-2I, 
The National Underwriter Co., 175 W. Jack: 





SENIOR GROUP MAN 


Six years widely diversified home office and field 
sales experience will consider change offering 
increased opportunities. Top production record. 
Age 32. Midwest location preferred. Reply Box 
V-17, The National Underwriter Co., 175 W. 
Jackson Blvd., Chicago 4, Ill. 








AGENCY EXECUTIVE 


desires connection with a life company as 
Resident Vice President in area of Missouri, 
lowa, Minnesota, both Dakotas, Nebraska, Colo- 
rado, Kansas, Oklahoma and Texas. Address 
V-18, The National Underwriter Co., 175 W. 
Jackson Bivd., Chicago 4, Il. 





Blvd., Chicago 4, Ill. 








The National Underwriter Co., 


175 W. Jackson Blvd., 
Chicago 4, Ill. 
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ith, 4, 


Rapidly growing n pany desires 
services of man who has passed 6 or more 
LOMA exams to supervise policyholder service 
department. Branch of Home Office supervisory 
experience essential. Address V-26, The National 
sw nnaned Co., 175 W. Jackson Blvd., Chicago 











GROUP UNDERWRITER 


Association Plans. Address V-19, The National 
Underwriter .. 175 W. Jackson Blvd., Chi- 
cago 4, lil. 








star salesman click; and how to sel] , 
prospect by appealing to his pride, 

Mr. Gilmore, during his sales cop, 
gress talk, asked for a show of hang 
on how many in the audience realize 
the details of the New York Situation | 
about companies joining the associa. | 
tion, and out of perhaps 500 People 
present, there were no more than 
dozen hands raised. Mr. Gilmore gaig 
he had attempted this interesting ey, 
periment at other meetings with 
proximately the same results. He alg 
stated he felt unlimited ownership o 
group term is not in the public inter. 
est and touched briefly on the loca. 
tion of the new headquarters whic 
the NALU now faces and expresseq 
hope that a decision will be made 
when the trustees meet at New Orleans 
this spring. 

As to his sales ideas, Mr. Gilmore 
made it plain that he was speaking on 
his own philosophy of selling, since 
that was the only one by which he | 
could sell. He bases his activities on 
the “religion of life insurance and the | 
feeling of wanting to give and not | 
take from our business—the applica. | 
tion of the Golden Rule.” Mr. Gilmore 
gave an analogy of his sales methods 
in the baseball expression of “runs 
batted in”, the first letter standing for 
the religion he had mentioned. The 
next one was belief in how this reli. 
gion of life insurance is practiced, and 
that with public polls showing life in. 
surance men ranking third, next only 
to the clergy and medical men in pres. 
tige, he stressed that recommenda- 
tions made to clients must ring with 
this belief or be detected immediately 
as insincere. The last initial of the 
runs batted in philosophy stands for 
imagination with Mr. Gilmore. “If 
you are united in all three points, you 
can make insurance history,” he said. 

Dr. Allen A. Stockdale, staff speaker 
of National Assn. of Manufacturers, 
gave the wind-up talk of the morning 
session. He explained “the potential 
you as a salesman, which lies in the 
realm of the intangible—the soul or 
spirit, or what have you, behind suc- 
cessful selling.” He reiterated the 
theme which first appeared in Mr. 
Gilmore’s talk about the public mind | 
responding once it knows the facts. 
“You’ve got to get it over to them. | 
You must realize that it is so clear to | 
us that we may fool ourselves.” | 

Saturday afternoon O. Alfred Gra- 
num, special agent of Northwestern 
Mutual Life, Amery, Wis., led off with 
“Visual Programming.” Using a 
slide film projector, Mr. Granum dem- 
onstrated his highly effective program- 
ming device which he prepares in the 
form of a booklet, after his first fact- 
getting interview. What is needed in 
the line of a complete program is 
carefully worked out, including graphs 
covering the major objectives to be 
met. This he presents at the prospect's 
home with the wife present. 

Winding up the sales congress was 
an Illinois Round Table sales panel. 
Moderator was Mr. Truman. Panel- 
ists: Helen C. Brown, Mutual Benefit 
Life, Danville, Ill.; Nathan A. Weiss, 
Mutual Life of New York, Chicago, | 
and Thomas Ruane, Massachusetts 
Mutual Life, Chicago. 


Riddle SuffersGoldLoss | 


John P. Riddle, president of Na- | 
tional Union Life of Miami, also is | 
president of Riddle Airlines, New York | 
City, which recently was burglarized | 
of 15 bars of gold which had been | 
flown from South America_ The loss, | 
about $53,000, was insured in Federal | 
of Chubb & Son. No trace of the gold | 














has been found. | 
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G. D. McKinney Gives 
§Point Program for 
Recruiting, Training 





rk situation Many who could be successful sales- 


he associa. men “are lost to our business in their 





since 


early months 
through too much 
so-called edu- 
cation,” said Gor- 
don D. McKinney, 
vice-president of 
Jefferson National, 
at the Peoria sales 
congress. 

“In saying this I 
agree that educa- 
tion is wonderful,” 
he added, “but it 
cannot replace 
a commission 
check.” 

Mr. McKinney 
offered the following program as his 


Gordon D. McKinney 

















which he | ame 
tivities on solution to the problem of recruiting 
ce and the | 2nd training life agents: 
2 and not | 1, The first obligation is that of the 
e applica. | company. It must provide attractive 
ir. Gilmore merchandise, with sales appeal, and it 
2s methods should be accompanied by a sales 
of “rungs | story that will really click. 
anding for 2. The company must provide a 
med. The | sound compensation plan. Mr. Mc- 
’ this relj. | Kinney distinguished between an ad- 
cticed, and | vance plan and a compensation plan. 
ng life in. | If any company wants the best recruit- 
next only ing aid in the world all it has to do is 
nin pres. | to have a group of successful salesmen, 
ommenda. | he said. 
ring with 3. When a new agent is recruited he 
mediately | should be taught one or two successful 
ial of the | sales approaches. He should be taken 
stands for | into the field by a successful trainer 
nore, “[f | or salesman who won’t sit around a 
joints, you | '00m talking about insurance but will 
” he said, | take him out on the street and make 
ff speaker sales. “The best educational program 
1facturers, | | can think of for a new salesman is an 
2 morning | pplication with a signature on the 
potential | bottom and the commission check at- 
ies in the | tached thereto,” said Mr. McKinney. 
e soul or 4, Financing—“and note that it is 
hind suc- | the fourth point and not the first.” The 
‘ated the | new man has to be subsidized. The 
i in Mr, Popular trend, said Mr. McKinney, is 
blic mind | to give the new agent a flat allowance 
the facts, | %' 4 guaranteed advance salary. 
to them. J i $ . 
> clear to | “This is necessary and should be 
a5,” | done,” he added. “However, I was al- 
red Gra- | Ways brought up on the theory that a 
‘western dollar received was for a dollar earned. 
| off with A new man should never be put on an 
Using a advance or salary which eliminates the 
um dem- basic concept of selling, that is, a com- 
program- mission payment for each sale made. 
es in the If it is necessary to give this man a flat 
irst fact. allowance, the allowance should al- 
eeded in | Ways be less than his requirements and 
sgram is | he Should be made to earn the balance 
1g graphs of his living expenses by receiving at 
es to be | least a fractional part of each first 
rospect’s | Yar commission earned. You would be 
surprised at what that $5 or $10 per 
ress was | $1,000 will do to his morale and how 
25 panel he will increase the number of his 
Panel- | Sales.” 
| Benefit 5. Education should follow confi- 
\. Weiss, | dence based on success, a belief in in- 
Chicago, | SUtance based on money earned and 
achusetts ‘ecognition of sales fundamentals based 
| on the proven worth of a track to run 
| on, 
38 iM " 
of Nae | ass. Mutual Shows Gain 
also Massachusetts Mutual’s new ordin- 
ew York | ty and group business for the first 
rglarized | "ne months of 1953 was $371,754,190, 
ad been | 4M Increase of $78,598,538 or 26.8% 
The loss, , ver the same period last year. 
Federal __ The Los Angeles agency led the com- 
the gold Pany’s 89 agencies in new ordinary 


| Msurance and showed the greatest 


gain in new business and volume in 
force. The Simon agency at New York 
City remained on top with more than 
$171 million of ordinary in force. 

Ordinary in force as of Sept. 30 was 
$3,533,242,861, an increase of $166,- 
623,034 since the first of the year. 
Group in force increased by $71,572,- 
345 to $329,753,948. 





H. & A. Underwriting Forum 
Attracts 250 at Chicago 


(CONTINUED FROM PAGE 2) 
a year at which the home office people 
have a major part in the program. An 
explanation of the mechanical proced- 
ure of handling applications and is- 
suing policies is beneficial to the 
agents. This sort of understanding 
makes the agent, when he sends in an 
application, aware of the possibility of 
a waiver and he can inform the pros- 
pect in advance and salvage a good 
deal of business. 
o e e 

It is important, he said, to tell the 
field men that the company is not 
looking for ways to decline or write 
policies, but just the opposite. If the 
field force understands this, it will 
have a more favorable attitude and 
show more cooperation in getting com- 
plete information on the application. 

It is not as important to have an un- 
derwriter work in the field as it is to 
have the field man understand thor- 
oughly what the underwriter is up 
against, Mr. Brooks said. The under- 
writing department is aware of the 
problems the agents face and know 
how applicants forget and neglect to 
give information that result in letters 
to the agent. Underwriters are taught 
that patience is necessary and diplo- 
matic correspondence is of utmost im- 
portance. 

Mr. Brooks was unable to attend the 
meeting and his paper was read by 
Roy MacDonald of the conference 
staff. 


Ronald D. Rogers, North American 
Life, talked on field force training and 
underwriting, and John Galloway, 
Birmingham, Ala., chairman of Inter- 
national Assn. of A. & H. Underwriters, 
took up field man’s underwriting. 

Stanford Miller, assistant vice-presi- 
dent of Employers Reinsurance, dis- 
cussing sub-standard A&H, said this 
is a field in which only five companies 
are doing any active writing, and none 
of them have developed a substantial 
business. 

Mr. Miller spoke during the session 
on special underwriting considerations 
that included also talks by Karl R. 
Buehler of Beacon Mutual Indemnity 
on female risks and Donald G. Stock, 
Equitable Society, on selection of in- 
dividual catastrophic coverage. Wed- 
nesday afternoon was given over to a 
case clinic with Roy A. MacDonald in 
charge. ; 

The conference was host at a cock- 
tail party Tuesday evening. 





National L. A. Considers 
25% Capital Stock Dividend 


National L. & A. has declared the 
regular cash dividend of 12 1/2 cents 
per share, and also an extra of 5 
cents, both payable Dec. 1 to stock 
of record Nov. 20. 

The company also is considering 
increasing capital by the declaration 
of a stock dividend. The subject will 
be discussed at the next regular meet- 
ing of directors on Feb. 9, 1954. It is 
anticipated that if all significant con- 
siderations at that time seem favor- 
able, the directors wil probably in- 
stitute action for a stock dividend of 


25%, increasing the company’s capi- 
tal from $20 million to $25 million. 
If such action is taken, it is further 
anticipated that the rate of cash di- 
vidend to be paid will be 12 1/2 
cents per share per quarter, which is 
the rate that is being paid on the pre- 
sent number of shares. 





Chicago Hosts Annual 


Meet of Selection Men 
(CONTINUED FROM PAGE 2) 

The committee observed: “The sup- 
port of the educational program by 
the institute member companies has 
been a little disappointing. We would 
urge each member company to plan 
now to take advantage of this pro- 
gram next year.” The next examina- 
tions will be given May 14, 1954. 

An open forum was presided over 
the first day by Douglas M. Ibbott, 
chief underwriter of Southwestern 
Life, with Andrew C. Webster, vice- 
president of Mutual of New York, as 
moderator. Mr. MacRae was a mem- 
ber of this forum, others being Robert 
J. Campbell, Continental Assurance; 
Walter O. Menge, Lincoln National 
Life; Richard T. Sexton, Connecticut 
General; William B. Penn, Acacia Mu- 
tual; Charles J. Smith, Pan-American 
Life, and E. O. Severin, Time Life. 

Richard S. Rust, Jr., 1st assistant 
secretary Union Central Life, is in 
charge of the morning session Friday. 
The industrial session, starting Friday 
afternoon, is in charge of William F. 
Morris, underwriting department man- 
ager of Life of Georgia. Panelists in 
the industrial case clinic and open 
forum include Dr. Lytle Atherton, 
medical director of Lincoln Income 
Life; A. Clyde Miles, Union Life of 
Virginia; James H. McCary III, South- 
ern L. & H., and Herman S. Lindy, 
Delta Life. 

The third day, Saturday, will open 
with the ordinary case clinic presided 
over by John F. Duston, underwriting 
secretary of Equitable Life of Iowa, 
and participating will be Julius Cov- 
ington, Coastal States Life; Glen M. 
Craft, North American Accident; Edna 
Giles, Washington National; Joseph C. 
Kosid, Mutual Service Life; Laura L. 
Smith, National Fidelity, and Lorne 
S. Stone, State Mutual Life. 


Collects at 100 















i bey # ey 3 
Horatio M. Adams of Somerville, 
N.J., as part of the celebration of his 
100th birthday, receives a check on a 
substantial Northwestern Mutual poli- 
cy from Alfred J. Johannsen, general 
agent in New York City. Mr. Adams, 
the only person still living who wit- 
nessed the birth and growth of the 
Adams chewing gum firm, helped his 
father build the novel idea of gum- 
chewing into a multi-million dollar 
business. 





e R. D. Penney, American Hospital & 
Life, addressed San Antonio Assn. of 
A. & H. Underwriters. 


“Planned Estates” Sales 
Method of Home Life, N. Y., 
Is a 20-Year Success 


The 20th anniversary of “Planned 
Estates” was marked this week in a 
special issue of Home Life Magazine, 
publication of Home Life of New York. 
For 20 years, “Planned Estates” has 
been Home Life’s method of sales 
and service. 

Articles in the special edition trace 
the development of “Planned Estates” 
and its accomplishments. The lead 
article points out: In “Planned Estates” 
the agent seeks problems to solve, 
not prospects to sell, devoting his 
efforts to building permanent clients 
instead of temporary customers. 

Assets have increased 240%, busi- 
ness in force has gone up 190% and 
production in 1952 is 360% higher 
than it was when the selling plan was 
started in 1933. 

In a message by Chairman William 
J. Cameron, tribute is paid to Presi- 
dent William P. Worthington, who, 
as assistant superintendent of agencies, 


initiated the concept of “Planned 
Estates.” 
The magazine concludes with a 


statement by Mr. Worthington pre- 
dicting a bright future for “Planned 
Estates” and also contains congratu- 
latory notes from life insurance indus- 
try leaders, agents, a true story by a 
widow who is the beneficiary of one 
of the earliest “Planned Estates” to 
go into action and an account of the 
35,000 commendatory letters which 
have been received from Home Life 
clients since 1933. 





Pacific Actuaries Fall 
Meeting Card Readied 


Besides several miscellaneous topics, 
there will be three main discussion 
subjects at the fall meeting of Actu- 
arial Club of the Pacific States, to be 
held at Pebble Beach, Cal., Nov. 12-13. 

Uniform allocation of expenses, fund 
accounting and contingency reserves 
will be considered by C. H. Tookey, 
Occidental Life of California; S. L. 
Olds, Oregon insurance department; 
R. D. Drisko, Coates, Herfurth & Eng- 
land, San Francisco; A. B. Brown, Met- 
tropolitan, San Francisco; Charles 
Mehlman, California insurance de- 
partment, and Louis Garfin, Pacific 
Mutual Life. 

Discussing social security and retire- 
ment plans will be David Goddard, 
Marsh & McLennan, San Francisco; 
Charles Larson, Pacific Mutual Life; 
R. R. Nelson, Atherton, Cal.; Myles 
Grover, Johnson & Higgins, San Fran- 
cisco; E. A. Arnold, Standard of Ore- 
gon, and G. F. Waites, Coates, Her- 
furth & England, Los Angeles. 

Investment of life insurance funds 
and federal tax problems will be ex- 
plored by R. B. Richardson, Western 
Life; B. J. Helphand, Pacific Mutual 
Life; M. T. Lake, Occidental Life; 
A. A. Ferguson, West Coast Life; A. L. 
Buckman, Beneficial Standard Life, 
and Marcus Gunn, California-Western 
States Life. 





van Dyke to State Mutual 


John R. van Dyke has been elected 
an assistant controller of State Mutual 
Life. 

Mr. van Dyke has 19 years of varied 
experience in methods work including 
installation, supervision and servicing 
of punched card procedures. He was 
with Prudential for 13 years, latterly 
as manager of its group accounting di- 
vision. 





Cal. Congress Meets Nov. 13-14 

California Fraternal Congress will 
hold its annual meeting Nov. 13-14 
at Hollywood Roosevelt hotel, Holly- 
wood. One of the guest speakers will 
be Commissioner Maloney of Califor- 
nia. 
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AT PEORIA 


Schnell Tells How to 
Cut Agent Turnover 


Of new full-time men hired in 1950, 
only 43% survived their first year; 
of men hired in 
1951, only 47% 
managed to last 
one year in the 
business, said 
Frederick A. 
Schnell, 2nd vice- 
president of Pru- 
dential, speaking 
of his company’s 
findings before the 
General Agents 
and Managers 
Conference at the 
annual meeting of 
the Illinois State Assn. of Life Under- 
writers in Peoria. 

Mr. Schnell said this record is that 
of his company’s ordinary agencies 
and in a detailed study of the problem 
the question was asked: “Are all our 
plans and procedures as good as we 
think they are and as good as we can 
make them?” Another self-query dealt 
with whether the men were being fully 
and adequately prepared, both in the 
fundamentals of life insurance knowl- 
edge and in selling skills. “Our answer 
was: So far as we know, yes! We be- 
lieve our training program both for 
agents and supervisors is on a par with 
our industry. We train our assistants 
especially thoroughly, for we believe 
that an adequately-trained supervisory 
staff is in itself one of the best guar- 
antees of an adequately-trained sales 
force.” 





F. A. Schnell 


Mr. Schnell queried that since the 
men seemed to be selected and trained 
as well as anybody, are they super- 
vised adequately and intelligently? He 
said that “here again we have at least 
kept pace with the industry, for our 
equipment, such as a competitive se- 
lection of policies, sales aids, public 
prestige and the like also showed fav- 
orably in the study. ..Both agent pres- 
tige and the quality of service have 
materially increased, but yet the fig- 
ures show that in general turnover 
rate has improved little, if any, “de- 
spite the best efforts of all us. Why, 
then, do agents leave?” 

Mr. Schnell said a very good way 
to answer this question is to ask the 
man who has done it. The Prudential 
study included results of termination 
interviews held by managers and as- 
sistants with each man who leaves the 
company, as well as a brief termina- 
tion questionnaire which is mailed from 
the home office to almost every agent 
who cancels. The questionnaires very 
frequently come back accompanied by 
personal letters of a most informative 
kind. 

In suggesting what the industry can 
do now to get at the roots of turnover 
as a problem, Mr. Schnell said there 
should be no going back on innovations 
already introduced throughout the in- 
dustry, not only because these things 
have become an integrated, accepted 
way of business, but also because there 
is a very strong likelihood that turn- 
over might become worse than it is. 
To get to the bottom of turnover will 
require originality and basic ap- 


proaches much more revolutionary 
than those which the companies have 
already tried. Prudential, he said is 
working with all newly appointed men 
in the New York City area, and the 
researchers are attempting to obtain a 
comprehensive understanding of the 


men as they enter the business, going 
on from there to observe very carefully 
the changes which occur in these men 
after continued exposure to business. 





California Teachers Form 
Life and A. & H. Company 


Educators Ins. Co. of America, which 
has been chartered by California to 
operate out of Los Angeles as a life 
and disability company, has applied to 
the California department for a per- 
mit to sell 50,000 of its $10 par value 
stock at $20 per share to net $500,000 
capital and $500,000 surplus. 

The company has been organized by 
teacher groups in southern California 
to serve educators throughout the 
state. Officers are Olive Donegan, Los 
Angeles, president; Ruth L. Blackman, 
Los Angeles, 1st vice-president; Ger- 
trude J. Kiskadden, Downey, 2nd vice- 
president; Charles Wesley Mahaney, 
Los Angeles, 3rd vice-president; Vin- 
cent T. Manchee, Pasadena, 4th vice- 
president; Robert Haley, Pacoima, 
secretary; Walter Barragan, Glendale, 
assistant secretary; Kermit Dale, Van 
Nuys, treasurer; Earle Jager, Glendale, 
assistant treasurer, and Donald R. 
Luckham, formerly of the California 
department, attorney. 


Mass. Mutual Dividends 
in 1954 to Be 12% Greater 


Massachusetts Mutual Life’s 1954 
dividend schedule will produce an ag- 
gregate disbursement next year ap- 
proximately 12% greater than the 1953 
amount. 

The new schedule is based on a 
dividend formula which reflects im- 
provement in interest rates on current 
investments and a revised expense 
allocation and will affect policies issued 
by the company since Oct. 16, 1947. 
Dividends under policies issued before 
then will be the same as the 1953 
scale. 


Hackman, Feustel Head New 


Lincoln National Agency 


J. F. Hackman and H. A. Feustel 
have been named general agents of a 
new Los Angeles downtown agency for 
Lincoln National Life. The new or- 
ganization is a combination of the 
former Hackman-Feustel agency and 
the company’s downtown Los Angeles 
agency and will be known as the 
Hackman-Feustel agency. 

E. S. Andrews, who formerly super- 
vised the downtown agency, will con- 
tinue to supervise a unit of the new 
agency, with offices at 510 West Sixth 
street. 

Mr. Hackman has been with Lincoln 
National since 1925 and was appointed 
general agent in Los Angeles in 1945. 

Mr. Feustel has had some 20 years 
of life insurance experience. He served 
as a supervisor in Newark and as an 
assistant general agent in Beverly Hills 
before joining Mr. Hackman in the 
Hackman-Feustel agency in 1952. 

The Hackman-Feustel agency has 
been concerned primarily with broker- 
age business, but now will build a 
full-time agency force. 











Liberalizes Aviation Rules 


Aviation restrictions on disability 

benefits in life policies have been 
— by Connecticut General 
ife. 

Newly issued life policies with the 
waiver of premium rider are free of 
any restrictions concerning civilian 
aviation. Existing aviation restrictions 
related to service in the armed forces 
are retained. The liberalization also 
has been extended to existing policies, 
applying to aviation accidents oc- 
curring on and after Nov. 1. 

The new rider also extends to 12 
months prior to written notice the 
maximum period during which bene- 
fits may accrue as compared to six 
months in the current rider. 


Barrett Asks United 
Insurance Attack on 
Auto Accident Problem 


Insurance Director R. E. Barrett of 
Illinois, who was the speaker at the 
annual luncheon gathering of Insur- 
ance Federation of Illinois at Chicago 
Tuesday, spoke approvingly of the at- 
tempt by the insurance industry to 
solve by voluntary means the problem 
of the uncompensated innocent victim 
of automobile accidents. 

There was a turnout of about 500 
for the luncheon with Harry H. Fuller 
of National Bureau of Casualty Under- 
writers, the retiring president, presid- 
ing. E. H. Henning, president of Cen- 
tral Standard Life, spoke briefly as the 
new president. 

Mr. Henning presented a gift to 
John A. Henry of Continental Cas- 
ualty-Assurance, the outgoing chair- 
man. Mr. Henry in turn presented to 
Mrs. Lillian Herring Fuller notice of a 
gift from the federation of an antique 
tea table. Mrs. Fuller is the former ex- 
ecutive secretary of Insurance Federa- 
tion and she is now the wife of the 
outgoing president of the federation 
and its new chairman. 

At the outset, Mr. Barrett urged the 
entire insurance industry to unite in 
an effective approach to the automo- 
bile accident problem. He said it is a 
problem of first magnitude to the life 
and accident and health companies as 
well as to the liability insurers. There 
is a fierce community of interest, he 
said, and the industry as a whole 
“must attack this problem in a hard- 
hitting, realistic way.” 





Dr. Montgomery Retires 
as N. A. Re Medical Chief: 


Dr. Higgins Succeeds Him 


NEW YORK—Dr. James T. Mont- 
gomery, medical director of North 
American Reassurance, has retired 
under the company’s retirement plan 
and has moved to Texas. He will con- 
tinue as a special representative, con- 
tacting companies in the southwest. 

Dr. Eugene V. Higgins succeeds Dr. 
Montgomery as medical director. He 
has been with North American since 
1951, first as assistant medical director 
and since last March as associate di- 
rector. 





Seek MacArthur, Dunne 


Extradition to Georgia 
(CONTINUED FROM PAGE 1) 

of limitations has run out on the first 

editorial. 

In a prepared statement, Mr. Mac- 
Arthur gave the newsmen some of the 
background of his feud with Cravey, 
which goes back to 1950 when the 
Bankers L. & C. license was not re- 
newed in Georgia. It has since devel- 
oped into a $30 million anti-trust suit 
pending before federal court at Miami, 
and has included four or five sideline 
actions in the Georgia courts. 

The procedure on extradition would 
be to have the papers given to the gov- 
ernors of Kentucky (Mr. Dunne’s 
state) and Illinois, and they would 
then hold hearings on whether the pa- 
pers should be passed along. 





Gilmore to Talk in Indiana 


Robert C. Gilmore, Mutual Benefit 
Life at Bridgeport and president of the 
National association, will address rep- 
resentatives of 21 local Indiana associ- 
ations Nov. 14 at a meeting in Indian- 
apolis of Indiana Assn. of Life Under- 
writers. 

The following day the agents will 


hear a talk by H. E. Wells, Indian, 
commissioner. 

State association committees will r., 
port on a study of laws for formatiq, 
of new companies in Indiana and q 
the state qualification laws. Preside, 
of the Indiana group is Joe Keneale 
manager at Hammond for Metropolitay 





C.H. Williams Appointed 


Mutual Richmond Manager 


Clarke H. Williams has been ap. 
pointed manage 
at Richmond fe 
Mutual of Ney 
York, succeeding 
Eldon D. Wilson 
who is retiring, 
Mr. Williams has 
been with the 
company sine 
1947. Mr. Wilson, 
36 years with Mp. 
tual and 17 az 
Richmond mana. 
ger, will continue 
there as represent. 
ative. 

Mr. Williams 
was advanced in 1949 to assistant man. 
ager at Richmond and in 1952 was 
promoted to the home office field 
training staff. He is a marine veteran, 





C. H. Williams 





John Hornberger Joins 


New Insurer at Albany 


John Hornberger has resigned as as- 
sistant secretary of Benefit Assn. of 
Railway Employes to become chief 
underwriter of the newly organized 
Family Farm Life of Albany. This is 
the company that is being set up asa 
Farm Bureau adjunct and will oper- 
ate in the northeastern states. Mr. 
Hornberger was with B.A.R.E. four 
years. He is a graduate of Michigan. 
His father is H. J. Hornberger, actuary 
of North American Life of Chicago. 





Elect Hamer a Director 


Kenneth D. Hamer, vice-president 
and agency direc- 
tor of Pan-Ameri- 
can Life, has been 
elected to the com- 
pany’s board. 

Mr. Hamer has 
been with Pan- 
American since 
1945. He entered 
the business in 
1927 as an agent 
for Union Central 
Life in Kansas, 
later advancing to 
assistant manager 
at Kansas City. 
He then went to 
the Union Central home office as as- 
sistant superintendent of agencies. 








H. T. Dillon, general agent of Na- 
tional Life of Vermont, will be host 
Saturday at a full scale Atlanta foot- 
ball breakfast for Deane Davis, presi- 
dent of National Life, who will be in 
the city enroute to the Miami meeting 
of Mortgage Bankers Assn. 








John C. Clasper, a long-time leading 
producer of the Ernst C. Hodder agen- 
cy of Equitable Society in Chicago, 
which has recently become the Llewel- 
lyn G. Owens agency, and Mrs. Clas- 
per have recently returned from a 
10-week trip to Europe and the Brit- 
ish Isles. While in Edinburgh, the 
Claspers were guests of Sir James 
Miller, lord provost of Edinburgh, and 
Lady Miller. They had tea there with 
the Queen Mother and Princess Mar- 
garet of England. Mr. Clasper is pres- 
ident of Illinois St. Andrew Society, 
the oldest charitable institute in the 
state, for people of Scottish descent. 
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Hugh Bell, C.L.U., General Agent, Equitable of 
lowa, Seattle, says: 


“I'm writing this letter to tell you how much the D.L.B. 
has meant to all of us in our agency through the 
years. | marvel at your ability to summarize the best 
up-to-the-minute sales ideas and plans. We use two 
or more sessions of our daily morning meeting to re- 
view these sales ideas. You not only collect and 
summarize the best ideas, but write your material in 
such an attractive way that men will read it, compre- 
hend it, and use it with profit.” 





William T. Earls, C.L.U., M.D.R.T., General Agent, 
Mutual Benefit, Cincinnati, says: 


“The Diamond Life Bulletins Service is as essential to 
the progress of a life insurance agency as a law 
library is to the success of a law office. Its many tax 
facts, its broad scope of useful information, and 
innumerable field-tested selling ideas in every field 


of life underwriting, are literally worth millions.” 
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Write on Your Letter- 
head for Your Set Today! 





fice as as- 
agencies. 


nt of Ne- The COMPLETE 


ll be host : ’ 
ae foot- Diamond Life Bulletins 


vis, presi- 


will be in H. P. Gravengaard, Editor 
1i meeting 


“ 
1 ei aaa ae aay edt 














der age | The D. L. B. Has Been Standard Equipment in America’s Leading Agencies For Over 35 Years! 


The DIAMOND LiFe BULLETINS 


Department of 


The NATIONAL UNDERWRITER COMPANY 


r is pres- | 420 EAST FOURTH ST. CINCINNATI 2, OHIO 








XUM 





“Who wants 
to live . 
in a 

world 

by 

himself °” 


By T. M. 
Equitable Society 


Representative 











NOT ME! I want to live in a world with people... people I 
like... people who like me... people I can help. I want to 
belong to a community... not merely rent a tiny space in it! 

Maybe that’s why I became an insurance man... 

The other day I was watching young Matt Pearson 
hang out a shiny new shingle. “Matt Pearson, M.D.” I had 
something to do with that. I sold Matt’s dad the policy that 
made sure his son would get the education that got him 
that shingle. 

Every place I go there are hundreds of examples of 
the good I’ve done for my community . . . folks who enjoy 
greater peace of mind because of my work. I can’t think of 
many professions where I would have made a good living 
and felt a greater sense of achievement at the same time! 

I’m glad I don’t live in a world by myself! I’m glad 
that the Equitable Society is a part of that world. What’s 
more, I’m glad I’m a part of the Equitable Society. 


* * * 


One of a series of advertisements illustrating how a representative of The 


Equitable Life Assurance Society serves his community by selling life insurance. 


393 Seventh Avenue, New York I, N. Y¥. 





